


K 


| The National Underwriter | | 


LIFE INSURANCE EDITION 


THURSDAY, DECEMBER 30, 1920 








aNY 






































posters 
ing the 
ngs by 





nerican 
Ove its 


HE Peoria Life Insurance Company en- 
-deavors to keep close to its agents. It 
appreciates the value of intimate 


relationship. 


ecently 
nancial 
line of 











The Peoria Life takes its agents into its con- 
fidence. They are acquainted with all the vital 
matters that come up. There is nothing to 
hide at the Peoria Life home office. 


One means of cementing the ties is the com- 


pany’s state convention plan. In this way 
home office representatives get near to all the 
producers. They have time to discuss mutual 
questions. In the larger gatherings there is 
not the opportunity for heart to heart talks. 


The Peoria Life appreciates its producers. It 
is back of them all the time. It seeks not only 
to stimulate them to earn more money but it 
desires most of all to have them love their work 
and to labor in a congenial and happy atmos- 
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Cc ome with us to the great Southwest, 

O nto the soil that needs no rest. 

L et us disclose Nature’s wonders there 

., est your investments “go up in the air.” 

j nvestors who have known our farm loans for years 
N ever lose sleep and never shed tears; 


S unshine and Happiness have been their lot, 


F or interest checks have come on the dot. 
A lways pure gold are Collins Farm Loans, 
R egardless of panics or the laboring man’s moans. 


M aortgages we offer are strictly first liens, 


Many available for men of small 'means— 

O ver a spread of 36 years, 

R espected and Honored—dispelling all fears! 

T he only security that is always worth par, 

G iving seven per cent interest despite panics or war; 
A help to the farmer; the widow's best friend; 

G ood Mother Earth upon whom to depend, 

E ver reliable, sound to the core. 


S end for our Booklets and be safe evermore! 








The F. B. Collins Investment Company 


Members Farm Mortgage Bankers’ Association of America 
Oklahoma City, Oklahoma 
Sales Office, 727 Monadnock Block, Chicago 





Write for Booklets “Why Collins Farm Mortgages Are Safe.” 


Che F.B. COLLINS 
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Problem of Lapses Big One for Life Companies 


Great Losses to be on Big Policies, Speculative Contracts and Business Insurance— 


Closer Contact With Policyholder and Educational Work Urged as Remedy 


EW YORK, Dec. 28—No one| 
familiar with the situation ques- 
tions the contention that lapses 


are going to be much heavier next year 
than they have been for several years. 
In recent years the lapse problem has 
hardly been a problem at all. Business 
has persisted as never before. Volume 
has been acquired easily, and the old 
business has stayed on the books with- 
out any particular effort on the part of 
either company or agent. The great 


students of the life insurance business | 


officials who 
going to 


east, the 
what is 


try to 
happen 


in the 
anticipate 


rather than to wait for it to happen, say | 


that a rather decided change may be 
expected. In spite of anything that the 
companies or the men in the field may 
or can do, a great deal of business is 
going to be lapsed during the coming 
year. That much is certain. Just what 
the companies are going to do to pre- 
vent it is not quite so definite. 


Many Large Policies 
Will go off Books 


The general opinion is that lapses will 
be heavy because many of the larger 
policies will go off the books. It is not 
expected that the man who purchased 
a one, or a two or a five or even a ten 
is going to find it necessary to give up 
his policy. Such a man has provided 
for a definite need and the ebbs and 
flows of the financial world are not 
going to affect his policy one way or 
the other. 
a suit of clothes, and men in this class 
are not going to contribute to the 
rather marked lapsation of business 
that is predicted. But here is what life 
insurance companies believe will hap- 
pen: The man who purchased a large 
policy, say from $50,000 up, is going to 
give the policy up if he finds himself 
financially embarrassed; the man who 
purchased a policy for business pur- 
poses is going to surrender the contract 
if there have been business reverses; 
the man who struck it rich during the 


war and bought life insurance lavishly | 


as he bought everything else is going 
to stop paying life insurance premiums 
if he finds himself pressed for money. 
In other words the speculative and easy 
business, or at least much of it, is going 
to vanish into thin air. It is going to 
affect life companies seriously because 
of the large amount of money that such 
business involves. 


Big Contracts Not 
Best Class of Business 


An agency manager said recently re- 
garding lapses: “There is no doubt but 
that we are going to lose a lot of this 
big business. I for one do not regret 
it. If we lose some of our larger poli- 
cies we will get right down to bed rock 
and know just where we stand. These 
big contracts are not the best business 
to be had by any means. The small 
policies are the bone and sinew of the 
business. They are the kind that a life 
company can build itself up on. During 


| giving them up. 
| about impossible to hold much of this 
| business—first, 
| not sold right, and second, becaise their 


It is as necessary to him as | 


| letdown. 
| they 

| their 
| carry it in such large amounts. 





the time that life companies produced 
so heavily a lot of easy business came 
our way. Our agents got to hundreds 
of men who had made their money 
quickly and sold them policies. They 
did not sell them the life insurance idea. 
They made no lasting impression as to 
the necessity of life insurance. They 
simply walked in at the psychological 
moment and took some money away 


| from a man who had a lot of it, did 


not miss what he gave to the agent, and 
did not have a very definite idea of 
what he was buying. Men who bought 


| this way have not the proper apprecia- | 
policies. | 


tion of their life insurance 
[hey are not going to be slow about 
It is going to be just 
because the men were 
financial circumstances have been so 
reduced as to make it impossible for 
them to continue to pay for a large 
policy. 


| Are Likely to Lose 


Many Business Policies 


“T think that in addition we are going 
to lose a lot of policies that were writ- 
ten for business purposes. When all of 
the business firms in the country were 
going at top speed, when production 
was the principal consideration of every- 
one, business executives took every 
precaution to insure a continuance of 
their output. They wanted to insure 
the brains that were responsible for the 
big production. Therefore, business 
officials by the hundreds bought cor- 
poration and partnership life insurartce. 
They bought it in large amounts. They 
wanted to be amply protected in case 
anything happened. Now we find our- 
selves in the midst of a great business 
These same officials, while 
perhaps want to continue 
insurance, are not going to 
They 


may 
life 


| and 


are either going to drop their policies | 


altogether or reduce them. The same 
value does not exist. The head of a 
corporation is going to say: ‘It is per- 


fectly true that Jones was worth $100,- 
000 to me during the war and that I 
insured him for that $100,000, but times 
have changed. If I continue this policy 
at all I want it for only $45,000 or $50,- 
000. Conditions do not warrant our 
carrying any more than that.’ It is not 
going to be easy to argue with such a 
man. Consequently a good deal of this 
business life insurance is going off the 
books.” 


Few Lapses With 
Average Policyholder 


The opinion of the officials of the 


companies in the east is that the aver- | 
age policyholder is going to lapse his | 


policy only when it is absolutely neces- 
sary. Lapses are not going to be heavy 
because the great mass of policyholders 
are going to give up their contracts but 
rather because the big business, the 
speculative policies and the business or 
corporation contracts are going to be 
cut down or eliminated. The aggregate 
will be large, but there is going to be 
no general inclination on the part of 
policyholders to surrender their life in- 
surance. Some decidedly instructive 
illuminating comment upon the 
question of lapses was given by one of 
the officials of one of the New York 
companies who said: “In my estima- 
tion the life insurance companies have 
never done enough in the way of keep- 
ing in touch with policyholders. What 
do most life insurance companies do? 
I will tell you. They send out once a 
year a little booklet containing the 
annual statement of the company, and 
a little sketch of what was accomplished 
during the year. The officers and board 
of directors are listed and perhaps the 
company’s principal branch offices are 
shown. Such a booklet means little or 





and know whereof they speak. 
big men in life insurance. 
the strong ties of cooperation, 


the structure in the coming year. 





MESSAGE FOR THE NEW YEAR 


In life insurance 1921 will be a constructive year. 

Life insurance companies are turning to building companies by 
building men. The time-tried and found-wanting methods of seeking pro- 
duction by exploiting the doubtful talents of the casual agent are fast 
yielding to the new and sensible plan of developing real salesmen. 

The fieldman is at last recognized as an important factor individually 
instead of en masse—that is progress. 

The home office, in claiming an agent’s responsibility to his company 
is, fairly enough, admitting a responsibility and duty by the agent. 

Prospective salesmen are getting Education that educates—they are 
being told how to sell life insurance by men who have sold life insurance 


1921 will shake out the weaklings and bring out the truly great and 
The home office and field will be more closely drawn together by 
Development of intelligent direction of effort is the corner-stone of 


1921 will be marked as the most progressive one, since the beginning, 
in the fieldman’s sphere of life insurance. 


WALTER E. WEBB, 


Superintendent of Agencies, National Life, U. S. A. 











nothing to 99 percent of the policy- 
holders receiving it. They throw it into 
the waste basket and it leaves no im- 
pression upon them. 


Must Keep Company 
Before Policyholders 


“Why should the life insurance com 
panies think they are different from all 
other institutions? Why is it not neces- 
sary for the life companies regularly 
and systematically to reach _ policy- 
holders with educational material of one 
kind or another? I have often thought 
that it was quite remarkable that auto- 


| mobile owners are so enthusiastic about 


their cars. Did you ever notice it? A 
man that owns a machine always feels 
that his car is the best that is to be had 
for the money. Why? Simply because 
the automobile companies through vari- 
ous forms of advertising keep extolling 
the virtues of their cars. They empha- 
size first this point, then that. They 


| keep themselves constantly before the 


public. The man that owns a particular 
allowed to 


make of car is never for- 
get that he has the best, the most 
economical, and the most generally 


desirable machine, according to the ad- 
vertisements, that it is possible to buy 
\s a result he is satisfied. He is confi- 
dent that he has not made a mistake. 
He seldom regrets his purchase. He 
usually buys the new model of the same 
make. He is sold on this particular car. 


Decision to Lapse 
Worked up Gradually 


‘To apply all this to life insurance I 
would say that the decision to lapse a 
policy does not come upon a man sud- 
denly. It is led up to gradually. Per- 
haps the policyholder hears something 
about his company that is not exactly 
complimentary. Perhaps he gets the 
impression that he can invest his money 
to better advantage. Maybe he com- 
mences to feel that too large a propor- 
tion of his income is going to life 
insurance. It may happen that he loses 
confidence in his agent, and feels that 
perhaps he has been carelessly or im- 
properly sold. He may think a hundred 
and one things and gradually reaches 


the conclusion that he might as well 
give up the policy. Now then if we 
were counteracting these influences by 
mail contact with the policyholder, 
much business that ordinarily goes off 
the books would stay. Is there any 


good reason why a life insurance com- 
pany should not send out something to 
policyholders at least four times a year? 
We could devote one booklet to this, 
another to that, and by regularly reach- 
ing the policyholder we could build up 
a confidence, the value of which cannot 
be over estimated. The trouble is that 
at the present time companies do noth- 
ing about conserving or holding busi- 
ness until the policyholder has given 
notice that he is going to lapse. The 
home office gets the case after the 
general agent, who has a decided in- 
terest in holding it, reports that the 
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policyholder wants to lapse. Cases of 
this kind are pretty far gone before the 
home office begins working on them. 
Usually it is too late. My argument is, 
why not do the work before instead of 
after the hdrm has been done? 


Should Point Out the 
Advantages of Life Insurance 


“T think that letters should be written 
by companies to policyholders pointing 
out the various advantages of life in- 
surance. These letters should not be 
solicitations for additional business, but 
should only be sent out for the purpose 
of inspiring additional confidence in 
life insurance. To most policyholders 
the home office is a vague and remote 
thing. There is no contact. To my 
mind the policyholder’s enthusiasm for 
his contract should quite naturally de- 
cline as the years go on. Why should 
we think that every policyholder has a 
growing appreciation of his policy? 
My line of reasoning is this: When 
the policyholder is sold he is enthu- 
siastic about life insurance. He has 
been worked up to an appreciation and 
understanding of life insurance by the 


agent. The desire and necessity has 
been seen. He buys. Then what hap- 
pens? He usually hears not another 


word from either his company or his 
agent. He is told nothing that increases 
his appreciation of what he has bought. 
No information reaches him that makes 
him feel an added confidence in his 
wisdom in purchasing life insurance. 
He simply pays his money every year. 
Why shouldn’t he wonder whether he 
is doing the right thing or not? 


Now Time to Take 
Conservation Measures 


“As I see it the time has arrived 
where there should be a big change in 
the handling of life insurance policy- 
holders with the idea of cutting down 
lapses. We are facing a period that is 
to say the least fraught with uncer- 
tainty. No one can say what is going 
to happen. We do know that a lot of 
life insurance is going to be lapsed. It 
seems to me that this is the time to cut 
loose from the past, to face the fact 
that we have this great volume of busi- 
ness to conserve, and that we must 
adopt new measures to keep it on the 
books. If there ever was a time for in- 
stitutional advertising of life insurance 
it is now. Every other big business of 
the country has come forward with an 
institutional advertising program. This 
is certainly the time for life companies 
to do something of this kind. There is 
no reason in the world why we should 
sit back idly and bemoan the fact that 
a lot of business is going off the books. 
Instead we should do everything we 
can to prevent such a thing happen- 
ing. Restoration departments should be 
made more comprehensive and vital to 
the home offices. They should be made 
something more than mere routine 
units. They should be headed by men 
who have some imagination and appre- 
ciation of the attitude of mind of the 
policyholder. New schemes should be 
tried out. This sort of thing is not an 
expense. Where have we gained any- 
thing if much of this business that we 
have written at so much expense is 
going off the books? There is no ad- 
vantage in taking in a lot of money one 
year and paying it out the next. We 
need not only to recognize that con- 
siderable of our business is liable to 
lapse, but also to understand that it is 
quite possible to prevent much of this 
lapsation by intelligent effort.” 


Of Primary Importance 
To Man in the Field 


One company official makes the point 
that it is of primary importance to make 
the man in the field see that the lapse 
problem is his more than anyone else’s. 
The man on the ground can do much 
more to hold the business than the 
home office. The renewal account of an 
agent or general agent is no small thing. 
The importance of it can be made to 
stand out clearly before the producer. 
Much has been done towards solving 

















WILL WELCOME A REDUCTION IN 1921 
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Life Companies’ Big Problem Just Now Is to Absorb and 
Digest This Year’s Heavy Writings 
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EW YORK, Dec. 28.—While there 
has been a great deal of talk and 
speculation about how far the life 
companies can go in writing new busi- 
ness next year, the truth of the matter 
is that the greatest life insurance prob- 
lem of the day is before the life com- 
panies right now. Next year will take 
care of itself. Company ofiicials are 
much more worried about how to ab- 
sorb and digest this year’s writings. 
What has happened this year has given 
companies a new conception of what 
new business costs and the effect of 
heavy writings on the surplus. 


Acquisition Cost Is 


To make a very general statement, it 
might be said that when a company 
puts up the full legal reserve it costs 
about $10 a thousand to get new Lusi- 
ness. That is, $10 must be taken out 
of the general surplus to be vsed for 
reserve because the first year acquisi- 
tion cost is high. In order to maintain 
dividend scales many companies have 
dipped into the surplus fund rather 
deeply. There are those who feel that 
if business keeps up anything like the 
present rate, the time will 
later be reached when some companies 
will either have to stop paying divi- 
dends or stop writing business. Nothing 
of the kind is likely to happen. While 
there are exceptions to the rule it is 
probably true that with most companies 
business becomes self-sustaining with 
the payment of the second premium. 
Thus a company that has written a 
large amount of business this year 
costing, say $10 a thousand, will have 
to take out of surplus only about $3 a 
thousand next year in order to carry 
the business. After that it will pay for 
itself. A general survey of the field 
would lead to the conclusion that if the 
average company in 1921 writes 75 per 
cent of the business written this year 
there will be no financial trouble. It 
is undoubtedly true that companies gen- 
erally will be able to handle very suc- 
cessfully all the business that falls their 
way next year. 

Wrote More Than Expected 


One of the officials of a New York 


sooner or), “PR ~ A 
ies | life company will in 1921 write about 





| companies that have written too much 
| new 


; new 


company said, in commenting upon this | 


year’s business, that a general reduc- 


the lapse problem. The actual holding 
of the business is largely up to the man 
on the firing line. The companies’ prin- 
cipal assistance in the matter of lapses 
can be rendered in doing educational 


work, in sending out letters, bulletins, | 
hooklets and circulars with the idea of | 


preventing the policyholders 


reaching | 


tion in business next year will save the 
day for some companies. All companies 
have written more business in 1920 than 
was decided upon at the first of the 
year. Home offices have been deluged 
with applications. With few exceptions 
companies have not shut down. They 
have wanted above everything else to 
keep agents satisfied. They have not 
felt that they could, toward the close 
of the year, decline to writer further 
business or tell agents that only so 
much more business would be accepted 
this year. Companies have kept going. 
They have accepted all of the good 
business offered. 


Expect 75 Percent in 1921 





This has been costly. It has meant a 
heavy drain upon the resources of some 
companies, and if the present rate of 
production should keep up, it would 
seem that a number of companies 
would have to cease writing new busi- 
ness in order to remain solvent. The 
fact that business is going to fall off, is 
already subsiding, is a good thing for 





business this year. The general 
opinion seems to be that the average 


75 per cent of the business written this 
year. If business drops to that level it 
will mean that all of the companies in 
the field can pull through in good shape. 
If business keeps up to within 85 or 90 
per cent of this year’s record it would 
bring to many companies a condition | 
unprecedented in the history of life in- | 
surance. 

The big lesson to be learned from | 
what has happened this year is the | 
| 
! 


necessity of having a more clearly } 
segregated mortality surplus. All life 
companies should create a mortality 
fund of a size sufficient to make the 
company impervious to sudden shifts in 
the death ratio. The fund should be 
much like a reservoir. 


dividends or greater caution in writing | 
business. The so-called dividend 
fund of the company should be so 
clearly set apart from the general sur- 
plus that it is possible for the company | 
to know at all times just where it | 
There should be a more scien- | 





stands. 


tific and accurate allocation of income. 
General surplus means nothing. A good 
sized surplus is often misleading. 

No company has a right to write so 
much new business that old policy- 


| holders are affected because of a neces- 
| sary cut in dividends. 


It is inequitable 
to tax old policyholders in order to 
get new ones. It is a question just how 
far a company should go in writing new 
business, when in order to get it, the 
money to pay for it has to be taken 
from old policyholders through reduced 
dividends. 


Less Strain After First Year 


To roughly illustrate how quickly a 
company is relieved of the necessity of 
putting up money after the business is 
once on the books, the case of a com- 
pany writing $7,000,000 of business in 
1919, $10,000,000 in 1920 and $7,500,000 
in 1921 might be cited. Suppose for the 
purpose of affording a concrete ex- 
ample, the company had to take $10 a 
$1,000 out of the surplus the first year 
and $3 a $1,000 the second year after 
which the business became self sustain- 
ing. In 1920 the company would have 
to take from surplus $100,000 with 
which to finance the business written 
that year and $21,000 with which to pay 
for the $7,000,000 written in 1919 or a 
total of $121,000. In 1921 the surplus 
account would be called on to the ex- 
tent of $75,000 to finance new business 
and $30,000 to handle the writings of the 
previous year or a total of $105,000. 
Thus it is seen that with a 25 per cent 
reduction in business next year there 
will be a decided less strain on the sur- 
plus account. 

A 20 or 25 per cent drop in business 
next year will of course mean an ac- 
companying decline in expenses. Com- 
panies have seen the expense item 
mount so high that many have given 
it special attention. During these days 


| of high costs a number of companies 


have been able to figure out ways of 
reducing the expense of putting on new 
business. They have been forced to. 
Still further savings will be effected. 
In addition the mortality experience has 
been very good. The medical men are 
particularly optimistic. During the lat- 
ter months of this year the mortality 
figures have been lower than for some 
time. There is every reason to feel that 
the companies will have a favorable ex- 
perience in 1921 so far as mortality is 
concerned. In brief, there is every rea- 
son to expect that the expense of ac- 
quiring new business will go down next 
year; that mortality will remain low 
and that interest earnings will continue 
high. The funds that will flow into the 
coffers of the companies from these 


| sources will go far toward defraying 


| 


a state of mind where lapsing the policy 
is even considered. When the actual 
decision to lapse has occurred, the hold- 
ing of the business rests almost entirely 
with the man on the ground. The im-| 
portance of this to him is one of the 
chings that life companies must make | 
the producer see. 





pressed for money. 





LAPSES—WHEN, WHERE AND WHY 


Lapses are going to be heavy, not because the great mass of policy- 
holders are going to give up their contracts, but rather because the big 
business, the speculative policies and the business or corporation contracts 
are going to be cut down or eliminated. The aggregate will be large, but 
there is not going to be any general inclination among life insurance 
policyholders to surrender their contracts. 

The man who purchased a large policy, say from $50,000 up, is going 
to give up the policy if he finds himself financially embarrassed; the man 
who purchased a policy for business purposes is going to surrender the 
contract if there have been business reverses; the man who struck it rich 
during the war and bought life insurance lavishly as he bought everything 
else, is going to stop paying life insurance premiums if he finds himself 


As the best means of preventing or limiting lapses, life insurance offi- 
cials recommend that the companies should keep a closer contact with 
policyholders, and keep the merits of life insurance and the company 
before them more prominently, as is done other lines of business. 

The policyholder’s decision to lapse is a gradual development. A com- 
pany can do much to prevent that development, but when the decision is 
made it is entirely up to the man in the field. 











the cost of new business. If production 
is reduced, as every one predicts that 
it will be, the companies will come 
through the year in good condition. 


Plans for Topeka Congress 


The life insurance men of Kansas are 
expecting a wonderful meeting in the 


| second annual congress of the life un- 


derwriters of Kansas next month. The 
date has been set for Jan. 10. The first 
conference last year brought a large 
number of life men together and it is 


| expected that the conference this year 


will show double the number of the 
first meeting. 
William Horley of Topeka is the 


general chairman in charge of program. 
He has already announced the follow- 
ing speakers: Orville Thorp, Dallas. 
Tex., president National Association of 
Life Underwriters; Franklin W. Ganse, 
Boston, Mass., chairman executive com- 
mittee; Charles W. Scovel, Pittsburgh, 
Pa., member executive committee; 
P. M. Ray, superintendent for Aetna at 
Des Moines, Ia.; E. H. Lindley, chan- 
cellor University of Kansas, 

In addition there will be several of 
the most successful Kansas men on the 
program and following the addresses 
there will be informal discussions of the 
problems presented. 
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GENERAL BROKERS MAKE 
BIG INROADS IN CHICAGO 


Large Volumes of Life Insurance 
Written by Fire and 
Casualty Men 


SPECIALISTS IN PROTEST 


Declare That Taking of Business 
Promiscuously from Outsiders 
Should Be Stopped 


It is frankly acknowledged among 
life men in Chicago that the agents and 
brokers in that city, writing chiefly fire 
and casualty insurance, are making 
heavy inroads in the life business. There 
is a difference of opinion as to whether 
this practice will continue and as large 
amounts be produced from this source 
as at present or whether from now on 
there will be less life insurance coming 
from the general brokers. 

The increased production of life in- 
surance by the general insurance agents 
and brokers undoubtedly is due to a 


large extent to the easiness with which 
business has been written during the 
last two years. These insurance men 
have become accustomed to talk insur- 
ance of many kinds of their customers. 
Policyholders have increased their fire 
insurance and other lines because of 
increased values. 


Dollar Will Not Go So Far 


People in general have seen that a 
dollar will not go nearly as far as it 
once did. Their life insurance that they 
had planned as adequate for their de- 
pendents on the basis of a few years 
ago, would not be sufficient calculated 
on present prices. The general insur- 
ance men who have access to the offices 
of their big assured because of the 
many transactions coming up, find it 
easy to broach the subject of life insur- 
ance or perhaps it is broached to the 
agents themselves. 


Put in Life Departments 


At any rate, Chicago fire and casualty 
agents and brokers who have not writ- 
ten much life insurance in the past 
have swung large amounts to life offices 
within the last two years. Three of the 
largest offices have now established life 
insurance departments, Critchell, Miller, 
Whitney & Barbour, Moore, Case, Ly- 
man & Hubbard and the Rockwood- 
Badgerow Company, all having experi- 
enced and aggressive life insurance 
managers. 

In spite of the influence and protests 
of the full time life insurance men, who 
have fitted themselves for their tasks, 
the amount of insurance placed through 
brokerage channels in Chicago was 
greatly increased. 
disappointing phases of the proposition 
from the standpoint of the full time life 
men is the fact that considerable of this 
business would have naturally gone to 
their class. Some of it at least has 
been worked up by those giving all 
their attention to life insurance. 


Protest from Field Club 


The Chicago Life Insurance Field 
Men’s Club has endeavored to stem 
the tide and has used every means pos- 
sible to influence general agents from 
encouraging brokerage coming from fire 
and casualty offices. The full time men 
say that it is a travesty on their calling 
to see the broker and part time man 
getting such a foothold without life 
insurance training of any consequence. 
He is not able to render the service 
that the specialist can. 

It must be said, however, that most 
of the general agencies in Chicago are 
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SEEKS THE CONVENTION 





LOS ANGELES HAS BIG PLAN 





Wants to Secure the Next Meeting of 
National Association of Life 
Underwriters 





The life men at Los Angeles, Cal., 
are making a strong bid for the 1921 
nat‘onal convention. Letters have been 
sent out to the members of the execu- 
tive committee of the National Asso- 
ciation of Life Underwriters making a 
strong appeal. Los Angeles promises 
to be a popular convention city for 1921. 
Undoubtedly the National Association 
of Insurance Agents will hold its con- 
vention in that city. John Newton 
Russell, manager of the home office 
agency of the Pacific Mutual Life and 
former president of the National asso- 
ciation, is taking a leading part in the 
endeavor to secure the convention. Los 
Angeles is just now completing a new 
$5,000,000 hotel which will afford a most 
excellent meeting place. 

Charles H. Langmuir is president of 
the Los Angeles association. The Los 
Angeles people will extend the formal 
invitation for the 1921 convention at the 
midyear meeting of the National execu- 
tive committee. John Newton Russell, 
Jr., is chairman of the specia! conven- 
tion committee and William McClel- 
land is chairman of the executive com- 
mittee at Los Angeles. The Los An- 
geles people claim that the old argu- 
ment that the national convention 
should not leave the central part of the 
country has not been adhered to, for 
conventions have been held in Boston, 
Toronto, Atlantic City, Atlanta, Ga., 
New Orleans and San Francisco. The 
national convention was held in Los 
Angeles in 1908. 








glad to accept business coming from 
the fire and casualty agencies. In some 
cases where the general agents have put 
an embargo on such business sub- 
agents have feeders among the fire and 
casualty men. 


Some full time men say that they 
believe that with life insurance being 
more difficult to sell and the easy period 
being over, the casualty and fire offices 
will diminish their life insurance ac- 
tivities and the big work will be done 
as in the past by the life insurance 
specialists. They declare that it will 
become now much more of a matter 
of salesmanship. The fire and casualty 
man will not take the time nor will 
they acquaint themselves with talking 
points of sufficient merit to win the 
case. This is a hopeful view at least 
of a number of the life insurance 
specialists. They take the ground that 
life imsurance has come so easy that 
brokers have seen they could add 
greatly to their income by writing it 
and hence have done so. When, how- 
ever, the current is very strong, they 
will not have the capacity, knowledge 
or equipment to go against it: 





Southland Life’s Convention 


The Southland Life of Dallas will 
hold its annual agency convention in 
Dallas Jan. 6-7. All members of the 
agency force who have produced $100,- 
000 or more new business in 1920 will 
be entitled to attend. The agents will 
thus have an opportunity of being pres- 
ent at the Insurance Sales Congress 
held in Dallas Jan. 6 under the auspices 
of the North Texas Association of Life 
Underwriters. At this congress the 
chief addresses will be given by Charles 
W. Scovel of Pittsburgh, associate 
manager of the Northwestern Mutual 
Life, Franklin W. Ganse of Boston, 
manager of the Columbian National 
Life, George Waverly Briggs, former 
Texas insurance commissioner and Or- 
ville Thorp of Dallas, president of the 
National Association of Life Under- 
writers. 





PAY HONOR TO THORP 


BIG GATHERING AT HOUSTON 





South Texas Agents at Banquet for 
National President Hear In- 
spiring Addresses 





HOUSTON, TEX., Dec. 24.—Nearly 
100 life underwriters and their wives 
from the Houston territory attended the 
banquet given here by the South Texas 
Association of Life Underwriters in 
honor of Orville Thorp of Dallas, presi- 
dent of the National Association, and 
heard valuable addresses by a number 
of men of national prominence in the 
life insurance field. Joseph M. Minton, 
president of the South Texas Associa- 
tion, presided at the banquet as toast- 
master. 


New Vision of Life Agents 


Mr. Thorp spoke upon the new vision 
of the life insurance agents and of life 
insurance as a factor vital to the wel- 
fare of the community and nation. He 
said that the time was past for life 
insurance to be conducted on a hit-and- 
miss basis and that the public demands 
more of the insurance companies. He 
spoke of the connection between life 
insurance and credit, which he declared 
was the basis for all future trading. He 
said that the country had now reached 
the period of liquidation, when the in- 
flated prices must fall and that a proper 
amount of insurance carried by men in 
all lines of business would help ma- 
terially toward carrying them through 
this stage. Mr. Thorp then outlined the 
plan of cooperative underwriting which 
is to be the chief feature of the Na- 
tional Association’s program this year, 
showing the organization from the 
heads of the various companies to the 
field agents, the prospective buyer and 
policyholder. 


Walker on Income Policy 


J. E. Walker of New Orleans, Presi- 
dent Thorp’s assistant for the southern 
district, spoke on the income policy. 
He said that great strides had been 
made recently in the business and that 
the income policy was one of the ad- 
vanced steps taken. He appealed to life 
underwriters to study their line of work 
and make themselves experts, to think 
of a prospective policyholder not from 
a mercenary attitude but with a desire 
to render real service. 

Henry Camp Harris of Dallas, presi- 
dent of the North Texas Association, 
said that what the country needs is a 
policy of economy, thrift and industry, 
which, when the final solution is made, 
is the fundamental principle of life in- 
surance. He said that prohibition has 
worked wonders for the insurance 
agent, adding that in Dallas when he 
reaches for his rate book the prospect 
thinks he is reaching for a bottle and 
becomes his friend immediately. He 
concluded his talk by the presentation 
of the policyholder’s view on’ income 
insurance, which made as much of a 
hit as when given recently at the meet- 
ing of the Dallas Association. 


Lessons From War Risk Bureau 


Col. Henry D. Lindsley of Dallas, 
formerly assistant director of the 
Bureau of War Risk Insurance, pointed 
to the breakdown of the government 
machinery for handling insurance dur- 
ing the war as proof positive that insur- 
ance can never be handled successfully 
by any except well-organized private 
companies. Col. Lindsley said that at 
one time during the war 1,700 persons 
were employed in the War Risk De- 
partment at Washington and that even 
with this enormous force the work fell 
behind two months and was straight- 
ened out only when the help of trained 
insurance men .was obtained. 

Judge Chester Bryan, who was to 
speak on the value of life insurance in 
assuring permanency of states, was un- 
able to attend because of illness. 








REVISE PROSPECT LIST, 
SINCE READJUSTMENT 


Changing Business Conditions De- 
mand a Change in Life 
Underwriters’ Methods 





McMILLEN AGENCY’S PLAN 





Shifts Line of Campaign, With Especial 
Attention to Teaching Newer 
Men on Selling Side. 


MILWAUKEE, WIS., Dec. 28.— 
Vital changes have taken place in life 
underwriters’ prospect lists since the 
readjustment period has made itself felt 
in the business, according to Clifford L. 
McMillen, general agent in Milwaukee 
of the Northwestern Mutual Life. With 
an agency of constantly more than 40 
men, the problems attendant upon the 
rapidly changing conditions, with de- 
cided shifts back and forth sometimes 
within the range of a few days, can 
well be imagined. 

With further intensification of selling 
effort admitted as one of the prime 
necessities for the agency executive to 
consider at this time, and with a more 
exacting need for careful selection of 
risks, Mr. McMillen and his forces have 
solved their problem in a rather unique 
and extremely interesting manner, and 
Mr. McMillen was glad to tell about 
these developments for the benefit of 
any readers of THe Nationa Unper- 
WRITER who might be interested in 
studying present-day developments. 


New Angles Presented 


“We do not claim anything new,” he 
said, “but have applied experience of 
our own men and such information as 
can be gleaned, in ways that may have 
some new angles. 

“Every insurance man, of course, 
knows that the manufacturer whose 
plant is closed for inventory is a poor 
prospect, as things go right now. On 
the other hand, the prospect whose 
business is in very good condition, or 
whose business is in a rather serious 
condition, is in many instances a good 
prospect. He realizes the need for the 
benefits of insurance. 

“The professional and the semi-pro- 
fessional man should prove a good pros- 
pect at this time. Increases in the 
wages of professional men have been 
slow in coming. They will very likely 
be as slow in going backwards, if they 
go backwards at all. 


Salary Raise Gives Geed Lead 


“Recently our teachers in Milwaukee 
were given increases in salaries after a 
fight that lasted for years. It came just 
at a time when prices of necessities be- 
gan to drop and when workmen were 
losing their places in the factories or 
their time was reduced. 

“Consequently some of our eagle- 
eyed and eagle-minded men spotted a 
favorable development in conditions. 
The mind that is trained to see the 
good points in conditions at all times 
is the favored mind in times like these. 
There never are times without some 
favorable conditions which can be dis- 
cerned and employed to proper ad- 
vantage. 

“In this agency a letter campaign was 
inaugurated and closely followed by our 
men, among the teachers, and we are 
very glad over the fine response. It 
served to take the edge off the psy- 
chology which the situation as heard 
on the streets had spread about. 


Haven’t Learned to Sell 


“It was also plain that the hardest 
man to sell insurance was he whose 
business was neither good nor bad. 
The man who went to the bank and 
borrowed money to tide himself over 
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the depression could easily be induced 
to borrow a bit more and get the proper 
and necessary amount of additional in- 
surance protection. 

“One of the things to overcome, so 
far as the agency manager is concerned, 
in recent times has been the fact that 
the salesmen have not learned to sell. 
It has been so very easy to sell insur- 
ance the past two years or more. We 
had to teach the new man life insur- 
ance, but we did not have to teach him 
to sell. Undoubtedly many agencies 
accumulated a large number of men 
entirely new to the business, and as 
long as conditions were that way, these 
men did well and prospered. In one 
force that I know of, the arrival of the 
adjustment period and the buyers’ 
strike and all that, found two-thirds of 
the. staff comprised of inexperienced 
*men, that is, men inexperienced in real 
salesmanship of life insurance, The two- 
thirds had done pretty well up to the 
time of the depression, but now their 
enthusiasm began to ooze out with a 
rapidly dwindling amount of new paid- 
up business. This is typical. 

Team Work for New Men 


“In our agency the men got together, 
sized up the situation, made up their 
minds that there would be plenty of 
opportunities for those who looked for 
them in the right place, and formed 
four teams, ten men to the team, and 
with each team headed by one of the 
old guard. The fair-weather seamen 
were taken in hand in a kindly manner 
by the old tars, speaking figuratively. 
Each team gave itself a name and en- 
tered into a contest for the highest 
amount of monthly paid-in business, 


with accumulative volume _ contests 
through the course of several months. 
“Our graphs show that .we_ will 


easily average $1,000,000 per month for 
1920, although the first month ran con- 
siderably under one million of paid-in 
business.” 

The curve on the chart showed that 
April reached the high point for the 
year, after which there was a rapid de- 
scent in an almost straight line past the 
month of July, when business again 
took an upturn. Here followed further 
ups and downs, with December now 
closing around the million mark. 


Honor for Centinuous Producers 


Another record of this agency fol- 
lows the men who get new business 
every week without fail as a continuous 
performance. There are now four men 
on this roll of honor, which was started 
with the beginning of the year. 

The teams of salesmen conduct their 
own meetings without supervision of 
the general agent. Frequently group 
dinners are held by the team, and when 
the year’s business has been counted 
and netted up, there will probably be a 
united-team party and entertainment, 
with suitable and proper laurels handed 
to the victorious team and its member- 

The stimulus of these practices to the 
newer men in the business has been 
marked. Mr. McMillen jokingly re- 
marked that with such splendid team 
work the general agent hasn’t much to 
do but look a prosperous part. How- 
ever, the team members state that the 
support and counsel of the general 
agent has really put the whole plan 
across, particularly in getting the co- 
operation of some of the newer men 
who were inclined to become dscour- 
aged when conditions changed from a 
seller’s to a buyer’s market. 


= 


Actuarial Club Formed 


The fellows of the Actuarial Society 
residing in Nebraska have’ formed an 
Actuarial Club -with headquarters in 
Omaha. It was decided to admit only 
those who have passed one or more 
examinations of a recognized actuarial 
society. The club will meet weekly to 
discuss topics of general actuarial in- 
terest. At the organization meeting, 
W. A. A. Speers, actuary of the North 
American Life, Omaha, was elected 
eg and C. A. McConaghy of the 

ankers Reserve Life, secretary. 


Praises Effective 
Appeal in a Letter 


TTORNEY MAX M. KORSHAK 

of Chicago, one of the well known 
members of the Chicago bar, pays a 
great tribute to Manager S. J. Rosen- 
blatt, general agent of the State Life 
in that city. Mr. Rosenblatt has the 
knack of getting straight to the heart 
and mind of a man. He was able to 
close Mr. Korshak for a goodly amount 
of insurance through a letter that he 
wrote. Mr. Korshak was so impressed 
with the letter that he sent it on to 
Tue Nationa UNverwriter, feeling 
that the sentiment and indeed the 
language in it might be used by other 
life insurance men to good advantage 
in appealing to their prospects through 
the mail. Mr. Korshak said, “I believe 
it is worthy of publication because the 
argument for life insurance is put in 
such a way that it cannot fail to bring 
the results where the prospect is a 
red-blooded man and has tenderness in 
his breast for the wfie and babies who 
rely upon him for protection. It is 
not necessary for me to say to you that 
the vaccination referred to in the letter 
‘took’ the first time and that no further 
treatment was necessary.” Mr. Rosen- 
blatt’s letter is as follows: 

“This is not a business letter, nor 
a sermon, but just a reminder from 
one friend to another, that you are 
underestimating your own value to 
your family, and that you are too mod- 
est to set the value on your own self. 
I, who know you, say to you frankly 
that you are under-insured, and that 
you have not sufficient protection for 
your wife and children should anything 
ever happen that I don’t even want to 
speak of in this letter. But being in 
this line of business for so many years, 
I have come to the conclusion that 
kisses, pet names, love declarations, 
smiles, intentions and dreams are not 
negotiable after a man has passed away 
nor have they any cash value, nor are 
they taken in any bank as collateral 
for a guarantee fund, so that the wife 
and children may have the same in- 
come as they had during the lifetime 
of their protector. 

“I therefore say to you with all sin- 
cerity within me, that I do not solicit 
your business, nor do I care anything 
about it, but that I would not be true 
to myself and to you if I did not write 
these few lines to call your attention to 
this important matter to secure the 
protection while you are alive, at a 
minimum cost. If you will not avail 
yourself of this honest-to-God advice 
of a true friend, then the responsibility 
is on you 100 per cent. Perhaps some 
evening when you go home and see 
your wife and children, and see how 
helpless they would be without you, 
and how happy they are with you, 
maybe you will decide to make their 
happiness permanent either way. 

“Enough said for today. Maybe I 
will write more some other time, if the 
first vaccination of truth does not take 
effect, then you will be entitled to an- 
other treatment.” 


Northwestern Clerks’ Association 


MILWAUKEE, WIS., Dec., 28.—At the 
monthly meeting of the Northwestern 
Mutual Clerks’ association, announce- 
ment was made that George B. Goodwin, 
editor of the association monthly, 
“Northwestern Life Lines,” has resigned 
because of the press of other duties. 
Mr. Goodwin, a former daily newspaper 
writer and editor, is now connected with 
the legal department of the company. 
The appointment of a successor will be 
made in January. The board of gov- 
ernors of the association elected E. P. 
Lecher as a member, to fill out the 
term of Ralph E. Perry, who was made 
assistant secretary of the company re- 
cently, and thereby released his mem- 
bership in the clerks’ association. 





The Lineoln National Life of Fort 
Wayne, Ind., has been licensed in Texas. 








Life Insurance Making 
Its Greatest Strides? 


HE business of life insurance has 

but recently assumed its rightful 
place in the business world. It has not 
been many years since the insurance 
agent was looked upon as a pest, as a 
harbinger of ill fortune. 

Today all this is changed. No matter 
what has brought about the change, the 
fact exists that there has been a change. 
Today the insurance agent is consid- 
ered a financial advisor, a friend, and a 
messenger of service. In other words 
the insurance agent is now a represen- 
tative of Big Business. 

Today life insurance is recognized as 
a potent factor in the shaping of the 
business world. Just as “like attracts 
like” so does the big business of life 
insurance attract other big business. 
Therefore, life insurance is accomplish- 
ing the greatest good, not so much in 
what it does for the individual, for the 
family or for the community, but what 
it does in shaping the destiny of the 
big business interests of the world. 

When men undertake the building of 
a business, what is one of the first 
things to which they give their thought? 
The purchase of life insurance to make 
safe the business venture. Brains and 
business ability are the chief assets of 
any concern. Life insurance safeguards 
these assets so far as it is humanly 
possible. 

Because of these facts we must all 
recognize the place life insurance has 
assumed in the business world. When 
we consider the tremendous volume of 
business written last year, and that 
every dollar of this amount must some 
day be paid over the counter in cold 
cash, the magnitude of the business 
overwhelms us. Add to all this the 
business that is being written this year, 
and the business that will be written 
next year and the next year, and the 
next, and so on, can anyone doubt but 
that it will be a matter of only a few 
short years until the business of life 
insurance will surpass all other lines 
of business? Life insurance is making 
its greatest strides in business building 
—in building all other lines of business, 
the success of which are more or less 
interwoven with it—H. B. Gengnaged, 
Manager Travelers, Omaha, Neb. 


HOWARD S. SUTPHEN RESIGNS 





Vice-President and Manager of Agen- 
cies of Cleveland Life May Take 
General Agency 





Howard S. Sutphen, vice-president 
and manager of agencies of the Cleve- 
land Life, has tendered his resignation 
and will leave the service of that com- 
pany the first of the year. Mr. Sutphen 
was formerly superintendent of agencies 
of the old Pittsburgh Life & Trust. He 
has had a fine executive experience and 
is well known to life insurance men. 
Mr. Sutphen’s work with the Cleveland 
Life has been of a constructive char- 
acter. He has not arranged as yet for 
his future plans but states that in all 
probability he will follow an inclination 
he has had for some time to engage in 
general agency work. 


Life Companies and Trust Business 


An insurance company operating in 
Oregon must first comply with the state 
law relating to the incorporation and 
regulation of trust companies before it 
can engage in a trust business, accord- 
ing to Attorney General VanWinkle, 
who, in an opinion written for Will H. 
Bennett, state superintendent of banks, 
holds that the trust fund privilege pro- 
vided in the policies of the Oregon Life 
of Portland brings that company into 
this class. 


TALK SHOULDER TO 
SHOULDER, IS ADVICE 


Felix Rothschild of Sun Life of 
Baltimore Gives Selling Talk 
to Underwriters 


HOW TO GET PROSPECTS 


Other Successful Salesmen Tell of 
Methods Used in City and 
Country Territory 


BALTIMORE, Md., Dec. 28.—“Get 
shoulder to shoulder to your prospect. 
It is harder for a man to say ‘No’ if 
your shoulder is touching his and you 
are looking him straight in the cye,” 
said Felix Rothschild, secretary of the 
Sun Life of Baltimore, in his address 
on “Salesmanship and Service in Life 
Underwriting” at the December meet- 
ing of the Baltimore Life Underwriters’ 
Association. Mr. Rothschild, who was 
the first speaker on the program that 
was chock full of sales talk, brought 
out some good sales points and was 
heartily applauded at the close. 


Pat Prospect on Defensive 


The agent should always put the 
prospect on the defensive through a 
judicious use of questions, stated Mr. 
Rothschild. He told the life men pres- 
ent that one of the greatest mistakes 
of insurance agents was to give the 
prospect fifty-two reasons why he 
should carry insurance when the latter 
told them he was not interested in life 
insurance. 

“This at once puts the prospect on 
the offensive,” declared Mr. Rothschild, 
“and makes it a tough proposition for 
the agent to convince him that he is 
wrong. What the agent should do is to 
ask the prospect just why he is opposed 
to life insurance. He will undoubtedly 
have two or three good reasons, and 
the agent can then easily take up each 
reason and show the prospect just 
where he errs. The prospect is not 
interested in the fifty-two reasons why 
he should carry life insurance.” 


Building and Loan Argument 


Baltimore is a strong building and 
loan association town and Mr. Roths- 
child gave the agents a good sales talk 
on getting around this argument. He 
pointed out that $10 a month in a 
building and loan will, in eleven years, 
mature to $2,000. If the prospect then 
puts that amount in the savings bank 
at 4 per cent the amount will halve 
itself in another eleven years. In the 
meantime, if he takes out another series 
of building and loan, he will have $5,000 
in twenty-two years. 

“Yes,” stated Mr. Rothschild, “you 
will have $5,000—if you live. But, sup- 
pose you die. The building association 
or savings bank will not give your 
widow what you would have had, but 
what you actually deposited.” He then 
went on to point out that the man 
won whether he lived or died if he 
carried life insurance. 

Another mistake of life agents, he 
stated, is to talk about premiums. The 
agent should make it clear that the 
prospect is not paying a cent, but is 
depositing the money. 


Balked by Financier 


In explaining his argument of getting 
shoulder to shoulder with the prospect. 
Mr. Rothschild narrated an incident 
that occurred several years ago when 
he was connected with the New York 
agency of the Mutual Benefit. He 
called on a Wall street financier and, 
after getting by an army of secretaries, 
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BANKERS LIFE INSURANCE COMPANY | 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - - - - - $17,800,000.00 


NELIGH, NEBRASKA, October 16, 1820. TWENTY PAYMENT LIFE POLICY 
Bankers Life Insurance Company, Matured in the 
ay ee OLD LINE BANKERS LIFE INSURANCE 
GENTLEMEN: I am this day in receipt of your check for COMPANY 
$684.00 which is the surplus earned on my policy No. 7637 in the of Lincoln, Nebraska 


amount of $2,000.00 on the twenty payment life plan and paid up, 


— Name of insured......... Chas. F. Corby 

at this time. i Ee Neligh, Nebr. 

This policy which I now hold being fully paid up, I will re- Amount of policy teste eee e ees $2,000.00 

ceive dividends annually. I wish at this time to thank you for Total premiums paid........... 1,244.00 
this fine settlement and feel that I can honestly recommend the SETTLEMENT 

Bankers Life to those in need of Life Insurance. Total cash paid Mr. Corby ..... . .$684.00 

Yours truly, And a Paid Up Participating Policy 
CHARLES F. CORBY. Maia os, case rehadeeaenen $2,000.00 


If interested in an agency or policy contract, write Home Office, Lincoln, Nebraska 
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office boys and clerks, was heartily 
greeted by the financier, who invited 
him to be seated. Mr. Rothschild noted 
that the chair was on the other side 
of the desk and asked whether he could 
move the chair alongside the financier’s. 
The latter gave his assent. 

“I tugged and tugged at that chair,” 


he narrated, “but the darn thing 
wouldn’t budge. The financier just 
stood there and laughed. ‘There’s no 


one going to get his chair alongside of 
mine,’ he told me.” 
Securing Rural Prospects 


R. U. Darby, general agent of the 
Massachusetts Mutual, speaking on 
“Plans for Securing Rural Prospects,” 
declared that the farmer is no longer 
gun shy of salesman; that most farms 
are now run by machinery and that 
all the modern conveniences the farmer 
now has are due to the salesman. 

Mr. Darby gave the methods he uses 
in working a country community. He 
told of going to a small country town 
and meeting the cashier of the bank 
at some social affair. At the end of a 
week he had become very friendly with 
the cashier. One day he walked into 





the bank and asked the cashier if he 
couldn’t see him for five minutes in 
his private office. Then he opened up 
and got the cashier to give him letters 
of introduction to all of the bank’s 
directors. “After that, gentlemen,” he 
said, “it was a cinch.” 

Mr. Darby advocated the reading of 
the personals in the country papers and 
recommended the sending of letters of 
congratulation at births, weddings, etc. 
He also suggested the sending of some 
little Christmas present to the farmer’s 
children. 

Plans for City Agent 


M. Paul Clark, assistant state agent 
of the John Hancock, gave a very good 
address on “Plans for Securing City 
Prospects.” Mr, Clark suggested that 
life agents take an active part in char- 
itable drives; join clubs and organiza- 
tions as active members. He stated 
that the agent should always be ahead 
of his prospects. He said that he 
worries more when he is writing a big 
business as he knows that those pros- 
pects that he has been working on 
have finally come across. 

Mr. Clark remarked that the agent 





should not have too much system in 
keeping a list of his prospects. He 
illustrated this by telling of a very 
“rotten” agent who had so many sys- 
tems for keeping his prospects that he 
didn’t have time to see them. 

He recommended the sending of birth- 
day or Christmas cards interspersed 
with age change notices. He advocated 
talking to the prospect about his busi- 
ness as in that manner the agent is 
liable to get some prospects. For getting 
prospects he recommended the reading 
of trade journals, advertisements, daily 
papers and Bradstreet and Dun. 


Method of Keeping Prospects 


Mr. Clark told of his method of 
keeping his prospects. He has a loose- 
leaf book, with alphabetical index, in 
which he writes down the name of any 
prospect he hears about. Whenever he 
gets any information about the pros- 
pect he writes it down in this book. 

In closing, he recommended that the 
agent try to help his policyholders 
whenever possible. He illustrated by 
stating if an agent knows a possible 
buyer for an automobile he should drop 
his auto salesman policyholder a line. 
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ANNOUNCE CONGRESSES 
ARE TO BE HELD IN 51 CITIES 


Charles W. Scovel, Franklin W. Ganse 
and Orville Thorp to Be the 
Speakers at Each Place 


DALLAS, TEX., Dec. 28.—Charles 
W. Scovel of Pittsburgh, Franklin W. 
Ganse of Boston and Orville Thorp of 
Dallas are going to stump the nation 
for insurance during the next three 
months. Beginning at Dallas on Thurs- 
day, Jan. 6, these leading insurance men 
of the nation will start a journey which 
will take them to 51 different places 
before they wind up their tour of edu- 
cational talks before the various local 
associations of the nation. At each place 
they will discuss the subjects outlined 
for the Dallas congress. Mr. Scovel 
will discuss business insurance and in- 
come insurance. Mr. Ganse will talk 
On insurance covering inheritance taxes 
and President Thorp will discuss asso- 
ciation work, state and national. 

The following are the places where 
sales congresses will be held, with the 
dates: 

January 

Dallas, Tex., Jan. 6; Oklahoma City, 
Jan. 8; Little Rock, Ark., Jan. 10; Mem- 
phis, Tenn., Jan. 11; Jackson, Miss., Jan., 
12; Birmingham, Ala., Jan. 13; Chatta- 
nooga, Tenn. Jan. 14; Atlanta, Ga., 
Jan, 15; Charlotte, N. C., Jan. 17; Colum- 


bia, C., Jan. 18; Jacksonville, Fia., 
Jan. 19; New Orleans, La. Jan. 21; 
Houston, Tex., Jan. 22; El Paso, Tex., 


Jan. 24; Los Angeles, Cal., Jan. 26; San 
Francisco, Cal., Jan. 29; Portland, Ore., 
Jan. 31. 

February 


Seattle, Wash., Feb. 2; Spokane, Wash., 
Feb. 3; Boise, Idaho, Feb. 5; Salt Lake 
City, Feb. 7; Denver, Col., Feb. 9; To- 
peka, Kan., Feb. 12; Kansas City, Mo., 
Feb. 14; Omaha, Neb., Feb. 15; Des 
Moines, Ia., Feb. 16; Cedar Rapids, Feb. 
17; Minneapolis, Minn., Feb. 18; Mil- 
waukee, Wis., Feb. 19; Chicago, Feb. 21; 
Peoria, Ill., Feb. 22; St. Louis, Mo., Feb. 
23; Louisville, Ky., Feb. 24; Cleveland, 
Feb. 26; Grand Rapids, Mich., Feb. 28. 


March 


Detroit, Mich., March 1; Buffalo, March 
2; Pittsburgh, Pa., March 4; Columbus, 
March 5; Cincinnati, March 7; Charles- 


ton, W. Va., March 8; Richmond, Va2., 
March 9; Baltimore, Md., March 10; 
Philadelphia, Pa. March 11; Wilkes 


Barre, Pa., March 12; Utica, N. Y., March 
14; Boston, Mass., March 15; Portland, 
Me., March 16; Providence, R. IL, Mareh 
17; Hartford, Conn., March 18; New York 
City, March 21. 


Agency Meetings at Same Time 


Letters sent out by President Thorp 
of the national association urge local 
presidents and presidents of various 
insurance companies in states where 
meetings are to be held to attend the 
congresses and hold as many annual 
meetings of the general agents and their 
salesmen in connection with the big 
congresses. 

In many of the cities where con- 
gresses are to be held from three to 
five city associations will combine for 
the big event. 


Will Erect New Building 


The National Fidelity Life of Sioux 
City, Ia., is preparing to erect a ten- 
story building as soon as weather con- 
ditions permit. Two stories will be 
built first and the others added later. 
Ralph Rice, well known in Iowa life 
insurance circles, is president of the 
company. 





Equitable Managers to Meet 


Managers of the Equitable Life of 
New York from all sections of the 
country will meet in annual session in 
New York city about the middle of 
January, and with the executives of the 
Society will outline business getting 
plans for the new year. 
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PROGRAM OF ROOSEVELT LIFE 





Life Company Now in Process of Or- 
ganization at St. Joseph, Mo., 
Is on a New Basis 





The newly organized Roosevelt Life 
of St. Joseph, Mo., is incorporated with 
a capital of $100,000, divided into 10,- 
000 shares of par value of $10. For the 
purpose of creating a surplus of $25,000 
the stock is to be sold for $12.50 per 
share, of which $10 goes to stock and 
$2.50 to surplus fund. As soon as or- 
ganization is completed it is proposed 
that a resolution be passed authorizing 
the increase of the capital to $150,000, 
making a total of $250,000, to be effec- 
tive at the end of five years or when- 
ever there are adequate funds in a 
special trust fund created by the com- 
pany from the dividends on the policies 
that will pay up the capital that is to 
be increased by said resoution, or that 
said increase be subscribed and paid up; 
certificates of indebtedness to be issued 
bearing 6 percent redeemable in five 
years to syndicate or individuals pay- 
ing up stock. 

The company will write 2,500 charter 
membership policies at the standard 
rates; full participating on 20-payment 
plan only; a contract or option to be 
made between the company and the 
policyholders by which the policy- 
holder assigns his dividends and earn- 
ings from the charter membership 
policies into a special trust fund, and 
when $100 has accumulated on each 
policy, that the company be authorized 
by the policyholder to ‘take said $100 in 
full payment of five shares of paid-up 
stock at a par value of $10 per share, 
$10 to go to stock and $10 to go to 
surplus on each share; in case the $100 
shall have accumulated before the five- 
year period, that interim receipts be 
made to such policyholder for a period 
up»to the five years, bearing interest at 
7 per cent. 

The original subscribers and pur- 
chasers of stock will receive such por- 
tion of the agent’s first commissions to 
pay each of them in proportion to the 
amount each subscribes, 10 percent per 
annum of the total amount for a period 
of five years until they are paid in five 
installments 50 percent in interest ac- 
cumulations on their investment, to- 
gether with whatever stock dividend 











may be apportioned to them, this in- | 
terest to be set aside by the company | 


and to be a part of each agency con- 
tract, or of the general agent’s contract. 

The insurance advisory board is com- 
posed of T. L. Schockey, general agent 
Commonwealth Life, and H. M. Hyatt, 
feneral agent Reserve Loan Life. E. 
Mont Riley, investment broker of Kan- 
sas City, Mo., is president pro tem. P. J. 
Hodgins, president of the Guaranty Fund 
Investment Company of Kansas City, 
Mo., is general counsel, and F. S. With- 
ington of Des Moines, Ia., is actuary. 
H. M. Hyatt is sales director. 

Other members of the board of direct- 
ors are H. Vanderslice, capitalist, Kan- 
sas City, Mo.; J. N. Dolley, ex-bank com- 
missioner of Kansas, Topeka, Kas.; 
Thomas Sweeney, president People’s 
State Bank, Lawrence, Kas.; Fletcher 
Cowherd, mortgage banker, Kansas 
City, Mo.; F. W. Curtis, president Fox 
Rubber Company, Chicago, Il.; Robert 
Flick, president Franklin Ice Cream 
Company, Kansas City, Mo.: Joseph N. 
Corby, capitalist, Corby building, St. Jo- 
seph, Mo.; A. D. Cole, secretary, Artesian 
Ice Co., St. Joseph, Mo.; E. J. Townsend, 
Townsend, Wyatt & Wall Dry Goods 
Company, St. Joseph, Mo.; Jacob Geiger, 
surgeon, St, Joseph, Mo.; Col. R. P. Dick- 
erson, Commander National Loyalty 
League of U. S. A., Springfield, Mo.; J. 
E. Whiting, 5 Nassau street, New York; 
J. H. Turner, vice-president Railey Bros. 
Banking Company, Weston, Mo. 


The Southern Michigan agency of the 
Lincoln National Life, under J. M. Grace, 
organized a football team this fall with 
Robert Behen, a $150,000 producer, as 
manager and coach. They went through 
the season without a defeat, winning 
over the strongest teams of the state. 








Santa and 
Service 





ANTA CLAUS was our early Saint of 
S Service. He always delivered the goods. 


Sometimes he misread our messages, how- 
ever, and left something just-as-good for the 
red wagon we had ordered. 


But modern business organization has con- 
vinced us that the service of Santa was in 
reality very ordinary. We had to place our 
orders far in advance. It wasour enthusiasm 
rather than his efficiency which made his 
business such a success. 


Lincoln Life agents would be very much dis- 
satisfied with the disjointed organization of 
Santa Claus service. They have learned to 
expect quicker and surer returns from The 
Lincoln National Life Insurance Company. 


One of the benefits they receive from the 
frictionless efficiency of The Lincoln is the 
service which mails out, ready for delivery, 
68% of all policies within twenty-four hours 
after the applications reach the Home Office. 


Such enthusiastic service in every depart- 
ment makes it pay to— 


(Unk UP ((Jwimu Tue () LINCOLN) 
THE LINCOLN NATIONAL LIFE INSURANCE CO. 


“ITS NAME INDICATES ITS CHARACTER”’ 
Lincoln Life Building Fort Wayne, Ind. 














NOW MORE THAN $155,000,000 IN FORCE 
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Consider Outlook Encouraging 


While recognizing the changed econ- 
omic conditions existing in the country, 
that 
expected 


and further hardships are to be 


before the work of recon- 


struction be completed, life insurance 
company executives yet feel that the 
business outlook for the new year is 


decidedly encouraging, and confidently 
anticipate that a large volume of new 
insurance will be written. They con- 
tend that life insurance is most readily 
sold during periods of exceptional pros- 
perity, such as has been experienced 
during the past three years, when the 
people were making money freely and 
were willing to invest a percentage of 
it in buying indemnity, and, paradoxical 
as it may seem, in seasons of adversity, 
when life insurance is taken out as pure 
protection. 

The general public has been educated 
as never before to the desirability of 
life insurance, the stability of which has 
been strongly borne in upon them re- 
cently through the great slump in the 
market value of securities, and the pass- 
ing of dividends by many of the great 
industrial corporations. Investments of 
the character shown to be 


latter are 





highly speculative, while the solid worth 


of a life insurance contract is unques- 
tioned. 

Underwriters appreciate that it 
call for more intelligent and more per- 
sistent work on the part of the agent 


to sell business during the next year | 


than it has been of late, when prospects 
were to be found upon every hand, and 
that the field man will have to carefully 
select his prospects, canvassing only 
those financially able to pay premiums. 

The strong day tendency 
among the life limit the 
number of their agents, but to more in- 
It will 
no longer be easy to gain an agency 
contract; the man favored must 
be of superior intelligence, capable of 


present 
offices is to 


tensively select and train these. 
thus 
thoroughly understanding the nature of 
and to explain, 


tersely 
To create 


the policies he sells, 


their character simply, and 
truthfully to the prospect. 
such an agency force the companies are 
spending a great deal of time, thought 
and scientifically training 
solicitors, and feel assured that the re- 
sult will fully justify the entire effort 


expended in that direction. 


money, in 


What the Public May Expect 


Lire men have been interested in the 
talk that 
Loomis _ of 


Vice-President James Lee 
the Connecticut Mutua. 
Lire gave agents of that company at 
the various sectional conventions where- 
in he discussed the rights of the public 
in connection with life insurance. The 
public, he said, has the right to expect 
very definite standards in life insurance 
and particularly as to the man who 
approaches the prospect for insurance. 
The agent goes to the prospect on a 
very serious mission. He is negotiating 
a contract that may not mature for 
years ahead. In fact it may run through 
three generations. The public has a 
right to demand that the agent who is 
making such an approach shall be fitted 
to give the right kind of advice to the 
prospect. The company should be one 
that will be able to meet its obligations 
to the letter. 

Mr. Loomis says that when an agent 
urges insurance on any prospect he at 
once creates certain rights in the latter’s 
favor that the agent in good faith is 
bound to recognize. The prospect has 
the right to trust the agent as well as 
the company. The agent should be 
qualified by training and study to un- 
derstand the needs of a prospect, to 


clearly present the case, to exercise at 
least fair judgment and to recommend 








with intelligence what course should be 
pursued. 

Mr. Loomis that the company 
has obligations to its own policyholders 
but that it has another corporate duty 
of about equal importance, that being 


said 


the obligation to bring its insurance 
protection to those who need it and 
have not received it. If a company 


appreciates its whole responsibility in 
this direction, it naturally must have a 
care as to the kind of men and women 
Mr. 
Loomis speaking of his own company 
said that it has endeavored to use the 
greatest care in the selecting of agents 
that they might be conscious of the 
true functions of life 
scious of the company’s duties and their 


who represent it. In this regard 


insurance, con- 


duties to the present membership and 
to those who need protection. 

Undoubtedly some companies over- 
look the obligation that they owe the 
public in sending agents into the field. 
Every reprehensible and crooked agent 
would not be at work were it not for 
some one who employed him. The 
cleansing of the life insurance field is 
up to the home offices and general 
agencies. They can put forth a clean 
lot of salesmen who are competent and 
trustworthy if they desire that sort of 
representatives. wr 4 

Mr. Loomis has done a service in em- 
phasizing this home office duty. 


will | 


$30,000,000 in paid-for business. 


the Mutual Life wrote its first policy 
in Chicago. 
for business in the agency since 
time has exceeded $160,000,000. 

The territory which this 
covers is not extensive. 





| counties surrounding Cook. 


of business written in Chicago is esti- 
mated at about 90 per cent of the total 


| 
| 
production. 

The growth of the agency was not 
exceptionally rapid until 1911. At that 
time the present manager, 

| Day, took charge. When Mr. Day took 
| hold its production barometer immedi- 
ately began to attract attention. The 
production that year was over $8,000,000 


every year up to the present time. The 
yearly production up to and including 


| the current year is as follows: 1911, 
| $8,822,558; 1912, $10,070,970; 1913, $12,- 
| 176,908; 1914, $12,444,972; 1915, $12,- 
| 499,819; 1916, $14,057,534; 1917, $17,- 
| 285,320; 1918, $17,130,142; 1919, $25,- 
| 538,814: 1920, $30,688,604. 


Col. Thomas M. Knox of the Chicago 
agency of Knox, Payne & Spear was 
the first salesman of the Lincoln Na 
tional Life to qualify for the Minute 
Men’s Club, a Lincoln Life organiza- 
tion demanding $100,000 of paid-for 
business since the last four months of 
the year. O. F. Gilliom, Indiana, was 
the second to pay for $100,000. since 
September, and E. M. Bennes, Minne- 
| sota, third. 


George M. Spiegel of the Wells-Wil- 
liaams Company, Indiana general agents 
of the Pacific Mutual Life, was elected 
Oriental guide at the annual meeting of 
Shriners at the Murat Temple at In- 
dianapolis. Mr. Spiegel has been active 
in Masonry for some time and is well 
known by Indiana life men, especially 
at Indianapolis. 

Andrew S. Cuthbert, special agent of 
the State Mutual, at Cleveland, O., has 
been confined at his home in that city 
for the last week or so by illness. 
Medical specialists are hopeful for his 
recovery. Meanwhile Mr. Cuthbert re- 
ceives the sympathy of his many friends 
and associates in the insurance field, as 
well as from those in Masonic circles. 
He has been especially prominent in 
the latter fraternity. 

Leo Guthman, general agent for the 
Equitable Life of New York at Youngs- 
town, O., died the other day. Mr. Guth- 
man started with the Equitable in 1892 
at Cleveland. He was one of the leading 
citizens of Youngstown. Mr. Guthman 
came under the territory of Edward A. 
Woods of Pittsburgh. 


L. Jerome Philp, for the past four 
years secretary to Robert Lynn Cox, 
third vice-president of the Metropolitan 
Life, and virtually head of the com- 
pany’s farm loan department, has re- 
signed and will shortly announce a new 
connection. A trained newspaper man, 
experienced both in daily newspaper 
and in magazine work, Mr. Philp is one 
of the brightest men that ever entered 
the life insurance field, and the business 
is the loser because of his leaving it. 


Morgan G. Bulkeley, president of the 
Aetna Life and its affiliated companies, 
the dean of insurance company presi- 
dents, celebrated his 83d birthday Dec 
26. In spite of his advanced age, Presi- 
dent Bulkeley is still as active as ever 
and is to be found at his desk every 
morning at 10 o’clock. In addition to 





The Darby A. Day agency of the 
Mutual Life at Chicago will close the 
year with a production record of over 
The 
nucleus of this agency was established 
sixty-five years ago, at the time when 
The amount of new paid- 
that 


agency 
Its production 
| is made up very largely of Cook county 
| business, although it controls a few 
The amount 


Darby A. 





| 

: 

| and there has been a gradual increase | ¢ 
} . | 
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MORGAN G, BULKELEY, 


President Aetna Life 

taking an active part in the supervision 
of the widely varied activities of the 
cempanies of which he is the head, he 


| also takes a prominent part in all civic 





movements, in which His assistance and 
cooperation can always be relied upon. 

Samuel J. Rice has been named as 
field supervisor for the newly organ- 
ized Liberty Life of Topeka. Mr. Rice 
has been superintendent of the Pru- 
dential in Topeka for seven years and 
has been connected with that company 
for 23 years. He will have entire charge 
of the agency force of the new Kansas 
company. 

Vice-President Charles S. Rannels of 
the Federal Life of Chicago died this 
week at his home in that city after a 
lingering illness. Mr. Rannels has been 
in declining health for a long time and 


kas not been at his office for two 
months or so. The interment was made 
at his old home, Jacksonville, Ill. Mr. 


Rannels has been connected with the 
Federal for some 10 or 11 years, in 
charge of its agency department. In 
his day he was prominent in political 
affairs, being chairman of the state Re- 
publican central committee and chair- 
man of the warehouse and railroad 
commission. He was popular with the 
agents and his office associates. 


Worn Out Prospects 


Some of us have not yet learned that 
a name in a card index is not necessarily 
a prospect, and we delude ourselves by 
keeping hundreds of useless names i 
our files. When without result we have 
called two or three times on the aver- 


age man it is time to let him alone. 
Further calls are liable to be tim 
wasters. We should endeavor to be 


make that 


1 
rh 


first-call closers, and if we 
our steadfast aim we shall reach a hi 
degree of success, for our resourceful- 
ness and forcefulness will develop tat 
more strongly than if “I’ll call again’— 
the easiest way—is our back-down attt- 
tude when the interview has become 
difficult. There are agents who close 
more than sixty per cent of their cas 
during the first call, and it is their rule 
not to call more than three times un- 
less the circumstances are exceptional. 
Making hundreds of repeat calls whose 
conversation is limited to “How do you 
do? Fine day!” does not place policies, 
earn commissions, serve the public. 
Therefore keep your prospect list ires® 
—let it be a real one!—Points. 


Labenburg, prominent 


Dr. Charles A. r ‘ied 
physician of Richmond, Va., who die 
suddenly last week, left $130.000 insur- 


ance besides an estate of $315,000. 
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ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 
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PROGRESSIVE CONSERVATIVE ““FLU”’ PROOF 


The Growth of Oak—The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Ordinary Life 


A few good openings for good live producers in II]linois. 


Live Up-to-Date Policies Limited Payment and Endowments 


Correspondence Invited 


H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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Public 


Life Insurance 
Company 


‘Incorporated As a Stock Company Under The Laws of the State of Illinois 





Capital, $500,000.00 





LOUIS NAROWETZ, President 


Ordinary and Industrial Insurance Issued 


at All Ages From One to Seventy 





ALFRED CLOVER 


General Manager, Chairman Board of Directors 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 


J. W. SINGLETON, Secretary 





CHICAGO 


HOME OFFICE: 
108 South La Salle Street 


ILLINOIS 




















Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 























NEWS OF LOCAL ASSOCIATIONS 








SEILER WAS CHIEF SPEAKER 


Shows Necessity of Men Having a 
Definite Program and Putting 
It Into Effect 


MINNEAPOLIS, MINN., Dec. 27. 
—O. E. Seiler of the Phoenix Mutual 
was the speaker of the day at the re- 
cent meeting of the Minneapolis Asso- 
ciation of Life Underwriters. 

Mr. Seiler asked those present if 
they had ever stood at the intersection 
of important streets, such as State and 
Madison in Chicago or Broadway and 
Forty-second in New York, and 
watched the passing crowds. He said 
that on such occasions the question 
naturally arises as to where all the 
hurrying people are going and what 
they are so deeply interested in. The 
speaker said the question was one of 
importance to life insurance men. 

“A year ago,” he said, “I stood at 
the corner of State and Madison. Right 
near me was a poor tramp who said 
‘Excuse me sir’ in apologetic fashion. 
Just then a wealthy man came out of 
Marshall Fields. He was loaded with 
Christmas presents. He stepped into 
his limousine and: whirled away out 
of the tramp’s life and out of mine. We 
just saw him for a minute. I don’t 
know to this day what effect the sight 
had no the tramp but I remember wei 
how it made me think. I was thinking 
how the tramp who finally went north 
on State street was a failure and how 
the wealthy man who went west on 
Madison apparently was a_ success. 
Twenty-five years ago both were young 
men. Both undoubtedly had a good 
chance. One arrived and one didn’t. 
How about it? What was the reason? 


What Caused the Difference 


“T’ll tell you the reason: One man 
had a definite program probably all 
through his life; the other didn’t. 

“Oftentimes I’ve watched students 
and as they have gone to and fro about 
their particular business. On occasions 
I’ve seen classes of divinity students. 
‘There’s one man who may be a Phillips 
Brooks or a Beecher,’ I’ve said to my- 
self, ‘and there’s one man who may be 
an absolute failure. His chin looks 
weak.’ Sometimes I’ve watched a class 
of medical students. ‘Any one of these 
men may be a Murphy, or a Senn or a 
Mayo,’ I’ve said to myself and then 
I’ve wondered if I was a poor guesser 
as there are so few who reach the top, 
so many who are just average and so 
many who fail and become lame ducks. 
One young man may carry a surveyor’s 
chain and later become a Schwab, and 
on the other hand, he may not, but I'll 
tell you one thing, any time a man 
forges ahead in remarkable fashion you 
can bet he’s got a program of some 
kind. The world steps aside for that 
kind of man just to watch him work. 


Studies the Reports 


“I was a teacher once and among 
my students were quite a few sons of 
wealthy men. Because of this I had a 
chance to meet some of the fathers. 
One of these was James A. Patten, 
who made this statement to me: ‘Men 
think I’m lucky, but here are these 
reports, volumes of them coming from 
all over the world, and I must study 
them and form my conclusions as to 
the markets.’ 

“Ringling made a long and exhaustive 
study before producing the _ great 
pageant, ‘The Queen Sheba.’ 

“Frank A. Vanderlip worked up from 
small beginnings and became president 
of the largest bank in the country. 

“You insurance men have the same 
chances given to everybody. Have your 
budget, have your blue print if neces- 
sary, but keep’ going for the goal and 
you will reach it.” 

The total attendance at the meeting 





was 128 members and guests. Frank J 
Dudley of the National Life was elected 
to membership. Names presented for 
the next meeting were Mrs. Lynn J. 
Harrison of Equitable, Marcus N. May- 
berg of Northwestern Mutual and 
Frank G. Bigelow of Mass Mutual. 

W. J. Keating, chairman of the com- 
mittee on revision of constitution and 
by-laws, read proposed changes sub- 
ject to action at the annual meeting. 

* *« * 

Davenport, Ia.—Frark Yetter, Daven- 
port banker, was the principal speaker 
at the December meeting of the Daven- 
port Association. He referred to th 
statement often made that a man is 
worth more dead than alive, simply be- 
cause he carries a few thousand dollars 
of life insurance, and showed how grossly 
inaccurate it was, pointing out the 
immense potential value of the average 
man’s life. He also pointed out that 
when life insurance agents insure these 
men for only 6 or 10 percent of their 
present worth their task has only be- 
gun. 

A rather spirited discussion of the 
merits of endowment and ordinary life 
policies featured the program. Guy 
Dowd led the discussion for the endow- 
ment side, while C. W. Van Houten led 
the opposition. President J. Gil Smith, 
Carl Le Buhn, Frank H. Perry and Law- 
rence M. B. Morrissey took part in the 
discussion. 

Plans for National Life Insurance 
Week in January also were outlined. 
An extensive advertising campaign and 
a sales drive have been planned by the 
association. 

ee # 


Oklahoma City, Okla.—Committees 
making arrangements for the _ sales 
congress, to be held here Jan. 8, report 
wide interest through the state. Plans 
are being made to entertain 400 per- 
sons during the meeting. The member- 
ship has more than doubled during the 
last year, the present membership being 
265. All life insurance men, whether 
members of the association or not are 
being invited to the congress. 

J. N. Dyer, general agent for the 
Mutual Benefit Life, is chairman of the 
finance committee for the congress; 
Fred S. Goldstandt, general agent for 
the Equitable of New York, chairman of 
the attendance committee, and Marma- 
duke Corbyn, general agent for the 
Central States Life, chairman of the 
banquet committee. 

$ ¢ 8 


Philadelphia, Pa.—Judge Patterson of 
the Philadelphia court of common pleas 
in addressing the noon luncheon of the 
Philadelphia Association, Dec. 17, gave 
an interesting discussion upon big and 
little business, taxation, employer and 
employes, and the probating of wills. 
Judge Patterson mentioned many inter- 
esting cases in which entanglements re- 
sulted in financial loss and delay to the 
legatees. In many instances the delay 
Was so great before settlement was 
reached that the heirs were sorely 
pressed for ready money, and in some 
cases death intervened. In_ closing. 
Judge Patterson emphatically endorsed 
life insurance, safeguarded by special 
settlements and continuous installments, 
as the best and surest method by which 
an estate can be maintained intact 

President Edgarton of the Trenton 
Association of Life Underwriters ad- 
dressed the meeting on the general 
working of income life insurance, how 
and when it should be placed with the 
best result and benefit to all concerned. 
Short talks followed by Messrs. Better, 
Paret, Hogan, Clegg, Morss, Singer, Hun- 
sicker and Weideman. The _ general 
sentiment expressed favored frequent 
repetitions of similar gatherings as 4 
permament feature of the associations 
policy. 

Vice President Winslow Russell of the 
Phoenix Mutual Life spoke at a speci# 
meeting of the association on Thrift 
Week, and he urged the members of 
the association to tie up with the Y¥. 
M. Cc. A., in what he believed to be 
one of the greatest opportunities of the 
time. It was decided to appoint a spe 
cial committee to make further invest! 
gation and report the findings to the as 
sociation preparatory to final decision 
as to the action the Philadelphia As‘ 
sociation will take in the Thrift W eek 
campaign. President Arthur D. Murphy 
appointed the following committee: John 
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Clegg, James H. Dickey, Frank A, Guini- 
yan, Allen D. Wallace, Frederick G. 
Woodworth and J. M. Darby. 

ee & 

Worcester, Mass.—A considerable body 
of Massachusetts life men are averse to 
changing the constitution of the Na- 
tional Association as proposed by former 
President J, Stanley Edwards of Den- 
ver and the Life Underwriters’ Associ- 
ation of Central Massachusetts, with 
headquarters here, has sent the follow- 
ing protest to the officers of the Na- 
tional Association: 

“Whereas, It appears from the report 
of former President J. Stanley Edwards 
of the National Association, a move- 
ment has been started to change the 
constitution of the National Association 
so that it would have complete author- 
ity over its constituent bodies and over 
its individual membership, requiring its 
members to conform to its standards, 
observe its rules, carry its credentials 
and be amenable to its discipline; 

“Resolved, That The Life Underwrit- 
ers’ Association of Central Massachu- 
setts objects and protests against any 
change in the Constitution of the Na- 
tional Association which would put into 
effect the changes as outlined by Mr. 
Edwards. 

“It is believed by the members of this 
Association that local conditions can best 
be met by local action determined by 
local men, and in a business where suc- 
cess depends upon individual effort 
properly directed, the utmost liberty 
consistent with sound underlying condi- 
tions should be enjoyed. The local as- 
sociation which is loyal to itself and the 
individual who is loyal to the local asso- 
ciation cannot be disloyal to the greater 
association. We therefore believe that 
subordinating local associations and in- 
dividuals to the complete authority of 
the National Association will not only 
weaken but nullify the results of the 
offorts of all.” 


ens © 
Richmond, Va.—The Richmond Asso- 
ciation has changed its monthly meeting 
date from the second Monday in the 
month to the second Tuesday. At the 
December meeting, Charles G. Taylor, 
Jr., vice-president of the Atlantic Life, 
was the principal speaker. Mr. Taylor 
stressed the value of association work 
in his talk. 


more speakers, gifted 
branches of life insurance salesman- 
ship, will be on the program. Details 
of the congress will be arranged by the 
advisory council of the local organiza- 
tion, cooperating with the executive 
committee of the Cleveland association. 
The advisory council is made up of field 
men representing 36 agencies in the 
Cleveland district. It is expected that 
at least 500 members will be present 
from all parts of northern Ohio. 


* * * 

Omaha, Neb.—New Officers for the 
Omaha Association for the coming year 
was elected last week at the annual 
election, They are: Edward J. Phelps, 
president; Nathan Berstein, vice presi- 
dent; George B. Brown, secretary, and 
Charles A. Eyre, treasurer. The follow- 
ing committee chairmen made reports: 
H. E. Sorensen, O. H. Menold, G. L. E. 
Klingbeil, S. W. Townsend, J, J. Mc- 
Mahon, and Hugh E. Wallace. 

* * * 

Des Moines, Ia.—Members of the Iowa 
Association are going to give the New 
Year a hearty welcome. The wives of 
the members will entertain their hus- 
bands and guests at the home of William 
D. Bowles of the Phoenix Mutual. A 
buffet supper will be served at 7 o'clock, 
followed by games and diversion until 
the old year is supplanted by 1921. 

oo 


ok 


in the different 


Ia.—The newest life under- 
writers’ organization in Iowa has just 
been organized at Spencer. C. L. Winey 
is president; James W. Fisher, secretary, 
and A. H. Avery is treasurer. Spencer 
is one of the live coming cities of north- 
ern Iowa. 


Spencer, 


* . . 

Fort Dodge, Ia.—About fifty attended 
the annual meeting of the Fort Dodge 
Association. M. V. Keath was toast- 
master and an entertainment was given. 

> . . 

Terre Haute, Ind.—The Terre Haute 
association with an enrollment of about 
55 members will use “Life Insurance 
Week,” January 24-29, as a means of 
educating the community more fully as 
to the uses and benefits of life insurance. 

W. J. Rynick, president; Carl N. Miller, 
secretary, and George Morris, chairman 
of the executive committee, are making 
the plans. The initial subscription among 














Cleveland, a Se for the | the members was $300. Three prizes, 
Sales Congress to be held here Feb. 26 | $25, $15, $10, will be awarded for the 
now are being made by officials of the | best show-window display on life in- 
Cleveland Association. Half a dozen or | surance, 

New Policies. Premium Rates, Dividends, Surrender Values and all Changes in 
Policy Literature, Rate Books, etc. 4 the “Unique Manual-Digest” 
and “Little Gem,” Published Annually in May. PRICE, $3.00 and $1.50 respectively. 














CONSERVATIVE LIFE CHANGES 


Company Issues “Safety First Perfect 
Protection” Policies on Ordinary 
and 20-Pay Plan 


_ The Conservative Life of South 
Bend, Ind., is issuing its “Safety First 
Perfect Protection” policies on the or- 
Ginary life and 20-payment life plans. 
The policies will not be written in an 
amount less than $2,500, They provide 
for the double indemnity benefit, as 
well as total disability, which includes 
Waiver of premium and the payment to 
the insured on a $2,500 of $50 per 
month during lifetime, with no deduc- 


ae. The policy contains a “bene- 
Clary” clause which provides that in 
“ae beneficiary named in the policy 
> Kili 


ott ed by accident in the manner pre- 
scribed in the policy, the company pays 
ae and the policy remains in full 
qe and effect on the insured, but the 
berneiciary clause in the policy then 
es null and void. The surrender 
ves = on this policy are the same as 
life J regular whole life and 20-pay 
with 1e policy is issued in Michigan 
“we out the “beneficiary” clause and the 
— in that state are 25 cents per 
ife and less, The rate for the ordinary 
ove’ at age of 35 is $26.85 per thousand 
on the 20-payment life, $34,93. 





The company has increased its rates 


for the double indemnity clause from 
$1.50 to $2 per thousand. 

Soon after the first of the year it 
will issue ordinary insurance on chil- 
dren at ages up to 16 on the whole 
life, 10, 15 and 20-pay life and 10 and 15- 
year endowment plans, with modified 
disability clause. 

The company has reduced its rates 
on convertible term policies which at 
age 35 now are: Five-year, $9.91; 10- 
year, $10.41; 20-year, $12.07. 

_ The company has issued a new edi- 
tion of policies. The material change 
is the change of “beneficiary” clause, 
which is as follows: 


This contract is made with the person 
whose life is insured hereby, and the 
beneficiary shall have no interest in this 
policy until after death of the insured. 
The insured during lifetime reserves the 
right, without the consent of the bene- 
ficiary, to surrender this policy to the 
company for cancellation, cash, paid-up 
or extended insurance, The insured may 
change the beneficiary named herein, 
provided this policy has not been as- 
signed. Such change will take effect 
when endorsed hereon by the company. 
If any beneficiary shall die before the 
insured, the amount which would have 
been payable to such deceased bene- 
ficiary, shall be payable to the executors, 
administrators or assigns of the insured. 

* * * 


Connecticut Mutual 


President H, S. Robinson of the Con- 
necticut Mutual sends out the following 
notice as to dividends: 

“In connection with the preparation of 












The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year'was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here's a life-time opportunity 
for the qualified man willing to work. 








GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 
325-331 Title Guaranty Bldg., 401 Dallas County State Bank Building 
St. Louis, Missouri Dallas, Texas 


Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 
W. H. SAVAGE, Vice-President and Agency Director 








-THE FARSEEING AGENT KNOWS 






The demon- 
that his strated values 
abilities linked offered your 
up with the mia oo 
WILL GAIN HIS 


policies of E INSURANCE COMPANY cONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 











The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 
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The Prudential Insurance 
Company of America 


Forrest F. wryden, Home Office, 
- ""Focitfent Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 


ee 

















THE RIGHTS OF 
THEINDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. 

Laws are not rights; they should define rights and be 
their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. 

The rights of the individuals——husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. 

The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE CO. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 

















renewal notices it becomes necessary, 
from a practical standpoint, to tenta- 
tively determine, considerably before the 
end of a year, the company’s dividend 
scale for the following year. While, in 
accordance with the company’s practice, 
formal action on the scale for 1921 is not 
to be taken by the directors before Janu- 
ary next, this is to advise you that the 
company contemplates the continuation 
for that year of the 1920 dividend scale. 
The proposed dividend action seems ad- 
visable to the directors and officers in 
view of general business and economic 
conditions.” 





Atlas Life 


The Atlas Life of Tulsa, Okla., is issu- 
ing new ordinary life, 20-payment and 
20-pay G. P. R. policies with disability 
benefit providing waiver of premium and 
income of $10 per month. The policy also 
provides for permanent partial disability. 
At age 35 the ordinary life premium is 
$24.51; 20-pay life, $33.54; and 20-pay 
life, G. P. R., $41.75. The new policies 
also show the change in payment of 
beneficiary insurance from installments 
to payment in a lump sum. 


Great American Life 


The Great American Life of Hutchin- 
son, Kan., has added a child's endow- 
ment. This form of policy, by the way, 
is becoming quite popular and has been 
adopted by a number of companies. 


Home Life, Philadelphia 


The Home Life of Philadelphia has 
issued a new ordinary and industrial 
rate book, showing an increase in rates 
on the ordinary policies and also show- 
ing the premiums three ways, “reguiar,” 
“with premium waiver” and with “pre- 
mium waiver and disability income.” 
The old rate books showed premiums in 


two ways, with and without disability 
clause. On the ordinary life at age 35 
the old rates were $21.90 without and 
$22.13 with disabiilty clause. The new 
| rates are $23.69 for the “regular” form, 
$23.92 with premium waiver and $24.58 


| ability 


ment 
| maturity. 


with premium waiver and disability in- 
come. The other rates at age 35, with- 
out either disability clause, are: Ten- 
payment, $50,92; 15-payment life, $38.08; 
20-payment life, $31.89; 10-year endow- 
ment, $97.18; 15-year endowment, $52.62; 
20-year endowment, $45.82. The company 
as stated now issues two forms of dis- 
clause, with waiver of premium 
and with waiver of premium and dis- 
ability income. 





Continental Assurance 


The Continental Assurance of Chicago 
is now writing a third disability clause 
which is written either alone or in con- 
nection with double indemnity and which 
provides for waiver of premium if disa- 
bility occurs before age 60 and beginning 
one year after next policy anniversary, 
a monthly income of $20 for each $1,000 
of the face amount of contract during 
life or disability, except that an endow- 
income shall not extend beyond 
No deductions are made for 
disability payments or premiums waived. 


Amicable Life 
The Amicable Life of Waco, Tex., has 
issued a new rate book and is also put- 
ting out a new disability clause. 


Dakota Life 
The Dakota Life is about to issue an 
ordinary life policy providing for a lump 





| Sum payment at death and a monthly in- 
| come for life to the original beneficiary. 


It will be known as the Continuous Pro- 
tection Policy and will provide $1,000 at 
death and $50 per month for life. 





Interstate Life & Accident 
The Interstate Life & Accident of 
Chattanooga is planning to make some 


| changes in its rate book. 


Sun Life of Canada 
The Sun Life of Canada, whose divi- 
dend year commences April 1, will make 
no decision as to its 1921 dividends until 


|} about the second week in February. 
Bankers of Lincoln 
The Bankers Life of Lincoln, Neb., is 
not yet able to state whether or not it 
will make any change in its dividend 
seale for 1921. 
St. Louis Mutual 
The St. Louis Mutual Life will make 


no change in its dividend schedule for 


1921. 








“SOMETHING 
NEW FOR 
AGENTS” 





_ 
—— 


National 
American 
Life 
Insurance 
Company 











Burlington, Iowa 








37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81! per cent. 
The Fidelity operates in 40 states. Full level 
net jum reserve is. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














If you have a salaried positios 
to fill, an ad of this size and sort 
will bring in review before yot 
men qualified for the place. One 
inch, one column-wide, one time $3.75. 
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LIFE INSURANCE EDITION 











ACTUARIES | 


Seca F. CAMPBELL 


CONSULTING 
ACTUARY 


76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 

















—— GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








= J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Maasur Bldg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








_— C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Porms Prepared. The Law of 
Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 
+ ACTUARY! 


1523 Association Bidg. 19S. LaSalle St. 
Telephone State 4992 * CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 











REDERIC S. WITHINGTON 
Consuttinc AcTUuARY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 





























It does 3 things: 


€ Gives every Agent a Square 
Deal. 

{ Pays equal compensation for 

_ equal work. 

@ Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 

These are three things which 


most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 





Insurance Company, 


Madison, Wisconsin 














Some executives in need of sal- 
aried employes go on expensive 
Prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 


inch, one column wide, one time $3.75. 
AE 

















WITH INDUSTRIAL MEN | 

















Prudential News 

The Prudential! announces the promo- 
tion of Agents Francis J. Engel of Ho- 
boken, N. J., and Thomas Moran of New 
York 12. Both of these representatives 
were agents in the district in which they 
have been given their advancement. 

A high class worker of exceptianal 
ability is Franklin W. Buck in the De- 
troit No. 1 district. His record as a 
producer and conserver of debit shows by 
its consistency the result of intelligent 
effort The debit under his supervision 
is one of the largest in the division and 


is kept in tip top shape at all times. | 


Aside from this splendid exhibition of 
debit control he has succeeded in build- 


ing up a magnificent productive record. | 
He is at this time the Division J leader | 


in net industrial increase 


John V. Pinno was promoted to an | 
assistant superintendent and is now in | 


charge of the Oxford, Pa., assistancy of 
the West Chester, Pa., district. Since 
Mr. Pinno entered the company's service 
at Coatesville, West Chester, Pa., less 
than one year ago, he has shown ability 
of a high order 

Charles W. Carr of Philadelphia No. 7 
and James G. Kreitzer, Philadelphia No. 
11, having performed meritorious work 
in the agency rank in their respective 
districts are promoted to the position of 
assistant superintendent 


Assistant Superintendent William J. | 


Fader, formerly of the Reading, Pa., dis 
trict, has fully recovered from his recent 
illness and haS taken charge of an as- 


sistancy in the Philadelphia No, 3 dis- | 


trict 
Agent George J. Reim of the Minne- 
apolis, Minn., district is credited with a 


good record in both industrial and ordi- | 
nary. He also keeps his debit in good | 
condition with low arrears and high ad- 

| 


vance payments. 
Agent Paul F. Oelke of the Winona 
Minn., agency organization is making 


splendid progress in industrial and | 
ordinary and has demonstrated that he | 


appreciates a good condition of debit by 
keeping his arrears down to a low figure 
while the advance payments are high 

Agent Albert C. Young of Galesburg, 
Ill., is not only a good producer in in- 
dustrial and ordinary but knows how to 
collect as evidenced by the fine condition 
of his debit. 








Metropolitan’s Loan Program 

Loans upon real estate aggregating 
$5,244,150 have been authorized by the 
directors of the Metropolitan Life, and 
will shortly be placed. Of the total 
funds $2,081,950 will be loans to aid in 
the construction of homes, and $3,162,- 
200 will be placed upon farms through- 
out the country, and will materially aid 
in their development. Apportioned as to 
states the building loans authorized are 
as follows: Missouri, $97,000; New York 
City, $94,000; West Virginia, $196,000; 
Ohio $153,000; New York State (out- 
side the greater city), $56,000: Florida, 
$16,000; Kansas, $23,000; Michigan, 
$4,400; South Carolina, $15,000. In 
addition various amounts were loaned 
for unspecified sums in New Jersey, 
Colorado, California, Connecticut and 
Gecrgia. For the most part the housing 
loans were for a period of 15 years, the 
mortgage to be payable in installments 
at fixed intervals. 


Bonuses for Lincoln Life Employes 

Home office employes of the Lincoln 
National Life last week received their 
third bonus for the year. The employes 
in the Lincoln Life home office and 
its northwestern branch office at Min- 
neapolis, and in Los Angeles, Cal., have 


























TH R E E The Northwestern Mutual Life 
RULES: Insurance Company was the pioneer 

. in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 


























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 
qualified. 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 


THE NORTHWESTERN MUTUAL 


o Ww 
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J. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 


Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 




















received $100 apiece in bonuses this 
year. 


Life Notes 

J. Westervelt, one of the assistant 
agency managers of the home office 
agency of the Pacific Mutual Life at Los 
Angeles, has given up his office work 
and will hereafter devote his entire time 
to personal production. 

Announcement was made by Clifford L. 
MeMillan, general agent of the North- 
western Mutual Life in Milwaukee terri- 
tory, that Victor M. Stamm, one of the 
best known business and club men of 
Milwaukee, has joined the agency as an 
underwriter. Mr. Stamm was formerly 
connected with the Goodyear and United 
States rubber interests, and has had a 
wide experience in sales management in 
the tire field. 











Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 
period. 
Payments begin immediately on approval of claim—no proba- 
tionary period. 
Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 
Immediate waiver of future premiums—no waiting until next 
anniversary. 
Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 
This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 














For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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Eureka Life 


Insurance 


=> * 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 











GREEN SIGNAL RALLY 





ILLINOIS LIFE MEN TO MEET 





Twelfth Annual Convention of Agency 
Leaders of Chicago Company to Be 
Held Jan. 8 





The twelfth annual business meeting 
and banquet of the Green Signal Club 
of the Illinois Life will be held in Chi- 
cago Jan. 8. There will be a business 
meeting beginning at 1:30 in the after- 
noon and the banquet will be held in the 
evening with Vice-President R. W. 
Stevens presiding as toastmaster. 

The Illinois Life has had a splendid 
year, all previous production records 
have been broken, and the agency force 
is on edge. A number of strong talks 
are scheduled. The complete program 
follows: 

Roll Call and Reading of Minutes of 
Last Meeting—P. L. Sausser, secretary. 

Address—Frank L, Medley, retiring 
president. 

President's Inaugural Address—James 
E. Wroughton. 

Our Twenty-eighth Annual Statement 
—OoO. J. Arnold, secretary, Illinois Life In- 
surance Company. 

Early Days—E. J. Hutchinson, man- 
ager, East-Central Illinois. 

Building a New Agency—James C. 
Snow, manager, Quincy District. 

Service—Otto H. Augustine, 
agent, Peoria, Illinois, 

Putting Sentiment into Sales—C. H. 
Gabel, manager, Corn Belt Agency. 


general 





Seven Years of Service with the Illi- 
nois Life—Harold Dyrenforth, general 
agent, Chicago Agency. 

Insuring Farmers for Large Amounts 


—Parke N. Musser, agency director, 
Corn Belt Agency. 
Opening the Insurance Interview— 


Charles H. Thornton, 
Chicago Agency. 

Meeting Objections—John M. Kelly. 
manager, South Side Agency, Chicago. 

Finding and Developing New Men— 
L. G. Richardson, manager, Southwestern 
lllinois, 

Our Banner Year—R. W. Stevens, vice- 
president, Illinois Life Insurance Com- 
pany. 


general agency, 


American National Doubles Capital 

The American National of Galveston 
has declared a ‘stock dividend of 100 
percent payable to stockholders of 
record. The present capital stock of the 
company is $250,000 and the new divi- 
dend increases it to $500,000. After 
the dividends are distributed the sur- 
plus will be reduced from $1,000,000 to 
$750,000, it was announced by W. L. 
Moody, Jr., president of the company. 

The American National was organ- 
ized in 1905 and 90 percent of the stock- 
holders reside in Galveston. When the 
company was first incorporated it occu- 
pied quarters over the banking estab- 
lishment of W. L. Moody & Co. A few 
years ago the company, having out- 
grown its quarters, erected an eleven- 
story office building, the first sky- 
scraper in its city. The company has 
extended its business to half the states 
of the union, 


The Columbus Mutual Life has been 
admitted to Colorado. 





Why Banker Jones 


Believes in Insurance 


M. E. Jones, cashier of a bank in 
Crawford County, Iowa, recently at- 
tended an agency meeting of the Bank- 
ers Life of Des Moines and gave the 
following reason for his belief in life 
insurance: 


“When I was a boy about 11 years 
old, one day in early spring an old 
friend of my father called and tried to 
write him a $5,000 policy. Father and 
mother talked it over and decided not 
to take the insurance. That fall in 
November my father died, leaving not 
a large debt, but too much for my 
mother to assume payment of, so the 
home was sold, and we five children 
separated, never to be together again. 

“IT thought it over then. How differ- 
ent it would have been if my father had 
taken the insurance, and decided that 
when I was old enough I would insure 
my life for my mother, which I did at 
21. I have carried insurance ever since 
and am not sorry.” 





Des Moines Company’s Xmas Dinner 


Employes of the American Life of 
Des Moines held their annual Christmas 
dinner Wednesday of last week and so 
much enjoyed the occasion that it was 
decided to create a permanent organ- 
ization. Plans for promoting the spirit 
of cooperation between employes and 
employers were made. 





MUTUAL TRUST LIFE INSURANCE 


FOUR FACTORS TO SUCCESS 


Interest on Mean Invested Assets . ..... - 
Actual to Expected Mortality 
Ratio of Cost, New Business to First Year Premiums . 
Ratio, Total Insurance Expense (less cost of new business) 15 % 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 


7 . - . . 7 . 7 


HOME OFFICE: 30 North La Salle Street, Chicago 


62 % 


COMPANY 








W. W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, 


INDIANA 


A. E. WERKHOFF, President 











Total Resources Dec. 31st, 1919, - over $7,500,000.00 
Insurance Issued during 1919 - over 


Insurance in force Dec. 31, 1919 - over 70,000,000.00 


NEW ORLEANS, U. S. A. 


26,000,000.00 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American 
does not seek to employ agents of other companies, but by interesting men of in- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up # 
field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American 
Way is open to you. 


Address: 
New 


E. G. SIMMONS, Vice-President & General Manager, 
Orleans, La. 
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| WEEDING OUT IMPROPER ADVERTISING | 





| Associated Advertising Clubs Have Rendered Real 
| Service to Insurance Companies by Their Vigilance 
| Along That Line 








advertising and the way in which 

illegitimate advertising, which 
works to the detriment of the insur- 
ance business as a whole, has been 
checked, is given in a memorandum 
prepared for an insurance company 
which is a member of the organization, 
by the extension division of the Asso- 
ciated Advertising Clubs of the World. 
This organization is operated solely for 
the promotion and protection of legiti- 
mate business and the securing of ab- 
solute truthfulness in advertising. In 
reference to insurance advertising, and 
particularly to advertising of the wrong 
sort, the memorandum says: 


Necessary to Create Sentiment 


A N interesting review of insurance 


If insurance commissioners and other 
public officials were always thoroughly 
alert, and would always take cognizance 
of improper advertising and other im- 
proper business methods, then this 
memorandum would not need to be 
written. 

But public officials have much to do, 
and it is necessary for us to help cre- 
ate a sentiment in favor of the enforce- 
ment of all laws designed for the pro- 
tection of honest business coming 
within the range of our activities. 

The work of this association benefits 
your company because, through our 
national vigilance committee, and 
through local committees in all parts 
of the country, we are protecting the 
insurance business from losses which 
would result from improper advertising. 


Without License to Sell “Life” 


In a Minnesota case, a small company 
selling accident insurance, but not yet 
authorized, under the laws of that state 
to sell life insurance, used the state- 
ment in a mewspaper advertisement: 

“We sell life insurance (industrial 
and ordinary) to men, women and chil- 
dren, . . . also accident and health 
insurance.” 

Our local vigilance committee was 
informed that the company did not 
have a license to sell life insurance, and 
verified this fact. 

The committee, realizing that insur- 
ance advertising was being injured by 
such a statement, called the district 
manager into a conference, and sug- 
gested that he not only violated the law 
against deceptive advertising when he 
made such a statement, but that he 
likely also violated the state insurance 

ws, 

The advertising was changed, so as 
to offer only the kinds of insurance the 
company was then authorized to sell. 


Company Claims Deceptive 


In another case, which originally 
tame out of Nebraska, a life insurance 
company was making claims which 
Were untrue. Technically, the copy 
might have been construed to be cor- 
rect, but a high official of the company 
‘ventually agreed, after considerable 
Correspondence with us, that while the 
Statement might be true, it was never- 

tless unsafe, because many people at 

“ast would misunderstand it, and such 
4 Statement would therefore tend to re- 
duce public confidence in his company 
and in the insurance business. 


Advertisement Was Incomplete 


bau the case of a St. Louis automo- 
ile insurance company, the statement 
Ws made that the company was the 
Pioneer automobile insurance com- 
ty —an untrue statement. What the 
“mpany meant was that it was the first 

Write insurance covering the five 
‘tards of fire, theft, collision, liabil- 
and property damage. We sug- 






complied. 
“Not Members of Any Insurance 
Combine”—A Baltimore 


reference to the St. Louis company, 


and he also claimed, without justifica- 


tion, that this was the only automobile 
insurance company. He agreed that 
such statements were not conducive to 
public confidence and his advertise- 
ments were immediately changed at the 
suggestion of our local committee. 


Statement of Mutual Company Deceptive 


A mutual company, selling automo- 
bile insurance in the central west, used 
expressions in its advertisements which 
would lead many people to believe that 
the company was connected with a 
strong association of automobile deal- 
ers, though there was no such connec- 
tion, 

Our local vigilance committee did 
not believe such advertising in keeping 
with the dignity of a financial institu- 
tion, and the management agreed, and 
changes were made such as eliminated 
the complained-of expression. 


True, But Hardly Believed 


A company selling accident insur- 
ance—one of the good companies, by 
the way—made statements as to its 
manner of settling claims which were 
so burdened with superlatives that 
many who read the announcements, we 
believed, would take the statements with 
a grain of salt, 

We found upon inquiry that this com- 
pany does settle claims promptly. -It 
has specialized in this particular. Yet 
we believed—and the president of the 
company agreed—that such extrava- 
gant language as the advertisement em- 
braced was hardly in keeping with the 
dignity of a great business like insur- 
ance. 

Change Helps All Insurance 


Though he contended that he be- 
lieved every advertised statement made, 
he conceded the point, and all insur- 
ance advertising will be helped, we be- 
lieve, through changes that will be made 
in this advertising as the result of our 
efforts. 

This insurance company president 
has a keen mind. He knows that his 
advertising will be better for him, and 
better for the insurance business, if it 
is thoroughly believable—and he knows 
that, sometimes, an advertisement may 
be true yet not be believed. 

In fact, complaint had come to us, 
the man who complained saying the 
advertisement sounded “fishy” to him. 


Millions Invested in Good Will 


At a cost of millions of dollars, in- 
vested in advertising and in supervision 
of agents, the legitimate insurance com- 
panies have been building good will for 
the insurance business for years. It 
has not been easy, either to build or 
maintain, such good will. Unfair com- 
petition has been a barrier. 

When you isswe a new kind of policy 
you study it from every angle. You 
try it. You find that it can be sold 
with benefit to all concerned. Then, 
through the efforts of many agents, 
you multiply your sales of that policy. 
You are like a manufacturer who has 
found a good product, and has per- 
fected it, and is ready for multiple pro- 
duction. 

So are we. We have done our pio- 
neering. We have found the public, the 
advertising medium and the advertiser— 
and, in fact, all legitimate business— 
responsive to the work in which we are 








that the company be more ex- 


engaged. 


— 


plicit, thus eliminating the risk of in- 
jury to insurance advertising, and it 


: insurance 
broker, representing this same St. Louis 
company, used the foregoing words in 








ILLINOIS 


If you live in Illinois, or want to locate there— 
NOW is your chance. We have some excellent terri- 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals 
that are worth while. 

We make it easy for you to sell our Policies by giving you 


the best policies to sell, and then showing you how to sell them. 
We give unlimited service to Agent and Policyholder alike. 


We know you'll like our proposition. Address a letter te 
the Secretary today. 


Marquette Life Insurance Company 


Julius M. Gass, Secretary 
SPRINGFIELD ILLINOIS 


The Marquette‘‘Has Stood the Test’’ 

















QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can do not less $20,000.00 per year 
us to continue the breaking of all Life Insurance records. 


Great unity for the men who can qualify!! 
From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let ustell you. We have the plans; we furnish 


the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 








Onto Nationat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 


the best time to get connected with a solid com- 
pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 











= 
“Semmann’s Cancellation Table” 
For the rapid and accurate calculation of return and earned premiums, pro-rata, and 
annual and term short rate. hows the net rate after deducting credit for 
coinsurance clause, or other percentage credits, for rates from 25¢ to $4.00, together 
with factors for figuring in one operation credit on any rate. A regular time saver. 
Price, $2.00. The National Underwriter Co., 1362 Insurance Exchange, Chicago, IL 
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Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life I Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,010.00 


Condition on December 31, 1919 





18,650,203.62 


1,851,338.97 
$23,840, 173.80 





John G. Walker, President 








Chicago National Life Insurance Co. 
10 South La Salle Street 





NOW ORGANIZING 





APPLICATIONS WILL BE CONSIDERED FROM COMPETENT 
MEN FOR TERRITORY IN ALL PARTS OF ILLINOIS 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money you 
are now 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "“pj3.52"* Pittsburgh, Pa. 








State Mutual Life Assurance nce Company 


OF WORCESTER, (MASSACHUSETTS 
1919—SEVENTY-FIFTH ‘ANNIVERSARY YEAR 


For 75 years—far than the average ee Stats MUTUAL has 
Additions are made to our agency force when the right men are found. 


STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











et 4 OUR We have a contract for you under which your 
One ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miaiickn 
Cash Capital, $200,000.00 V. D. CLIFF, President 
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©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT 2x2 MONTHLY INCOME INSURANCE 






Openings O2BO, IND. KY.. MICH. and W.VA. Write Columbus 





POLICY LOANS SHOW 
NOTICEABLE INCREASE 





During Period of Prosperity. De- 
mand: for Money Was 
Lightest on Record 





BUT IT’S DIFFERENT NOW 





Requests Started in September and 
Continue to Increase—Is 
Unfavorable Sign 





NEW YORK, Dec. 28.—Policy loans 
are rather noticeably on the increase 
just now. Companies like the New 
York Life, Equitable of New York and 
Metropolitan all maintain great policy 
loan departments. The heads of these 
departments say that beginning with 
September there has been a much 
heavier demand for policy loans than 
before. During the period of pros- 
perity that the country has just passed 
through there were fewer requests 
made by policyholders for loans than 
ever before in the history of the busi- 
ness. That is, amounts of money 
loaned to policyholders by the life com- 
panies were of course larger, but the 
proportion of policyholders requesting 
loans was decidedly smaller. Now the 
changing financial conditions are being 
reflected in the renewed demands for 
loans. 

Expect a Demand This Winter 


The head of the policy loan depart- 
ment of one of the biggest eastern com- 
panies in the business said last week: 

“IT can see that we are going to be 
called upon to lend a lot of money to 
pelicyholders during this winter. It 
has already started. We went along 
just as we had been for several years 
until September, when suddenly policy- 
holders in all parts of the country com- 
menced asking for loans. The policy 
loan department of the company began 
to get a little more active. The thing 
has kept up. There has been no let-up. 
Instead the demands for loans have 
been heavier each week since we first 
noticed the turn in affairs. I believe 
that by January or February life in- 
surance companies generally will be 
loaning large amounts of money to 
policyholders. When the demand for 
loans is so general as it is now it is 
an almost infallible indication that peo- 
ple generally are in need of funds, have 
exhausted every other channel and are 
as a last result turning to their life 
insurance policies.” 


Rates Lower Than at Banks 


As a matter of fact surprise is ex- 
pressed all along the line that com- 
panies have not been called upon 
before now to lend larger sums to 
policyholders. Under the terms of the 
average life insurance contract money 
is loaned to policyholders at rates 
ranging from 5 to 6 per cent. For the 
last couple of years banks have been 
getting anywhere from 6 to 10 per cent 
for money and money has been hard 
to get at that. Yet all during the time 
when the country was the most pros- 
perous and banks were demanding high 
rates of interest, there was no general 
demand for loans on the part of life 
insurance policyholders. This can be 
accounted for by the fact that most 
men in business like to maintain the 
proper relation with their bankers. 
They cannot afford to borrow money 
only when interest rates are low but 
must establish a line of credit and keep 
in touch with their bankers in good 
and bad times. Interest rates are still 
high and business men are still bor- 
rowing from bankers. 

Remarking upon the present rather 








ADVERTISING 
PENCILS 


Special for December 


Best Grade, Round, Long Gilt 
Tip, Cedar wood, Red Rubber 
eraser, Fine Lead, No. 2 De- 
gree of hardness. 


Our regular $48.00 Pencil 
Green, Blue, Yellow or Red 


Special Price per 1000 $39.50 
“ 500 20.75 
- “i “ 250 12.25 


Your name and “Ad” Imprinted FREE 


Samples on request 


FACTOR 





“c- ADVERTISING ~~ 
PENCILS »«"” PENHOLDERS 


DIRECT TO THE USER 


WORCESTER BLDG. CHICAGO, ILL 





FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy te every | 
Life, Five and Accident Agent in / 


Ohio, Illinois and Kentucky | 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 


Specimen Rate 
Age 30 —————- $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 











“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Ang plan, any age, either sez! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «n-1 Bids.) IOWA 







TERRITORY 
SOUTH DAKOTA 


( 





IOWA 
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The 
Columbian 


National Life 


Insurance Company 


ARTHUR E. CHILDS 


PRESIDENT 


Boston, Massachusetts 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, Prosident 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 

t 


W. A. R. BRUEHL & SONS 
General M. 


anagers 
Central and Seuthern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 








HOYT W. GALE 
General Manager for Northern Ohio 


229-233 Leader-News Building 
CLEVELAND, OHIO | 
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The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 
The policyholder who 
matures a Provident Long 
owment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT == SATISFACTION 














brisk demand for policy loans, another 
department official said: “In ordinary 
times policyholders borrow money from 
the life insurance company for some 
specific purpose. Perhaps they want to 
build a house, make an advantageous 
investment, or put down money for 
some particular thing. The loan thus 
incurred is gradually paid off and every- 
thing works out satisfactorily for 
everyone concerned, but when money 
is borrowed just simply to put funds in 
the policyholder’s pocket it is seldom 
that the loan is paid off. In cases of 
this kind it remains a permanent lien 
against the policy. We are making 
loans of that kind today. We are send- 
ing money in the form of policy loans 
to people who simply want money, not 
for any particular purpose or accom- 
plishment but just for the reason that 
their funds are low, that expenses are 
on the other hand very high and that 
they need additional funds | in order to 
just keep going. 


Many from Industrial Cities 


“We have had a large number of 
requests for policy loans from Detroit, 
Mich., Akron, O., and a number of 
eastern industrial towns. Many of the 
big manufacturing plants are beginning 
to lay off men. Others are reducing 
wages. Prices may be coming down 
but they are not coming down very 
rapidly. The high cost of living is 
still decidedly high. What is actually 
happening is that the income of wage 
earners, of salaried men is being re- 
duced and yet living costs.are about as 
they have been. Men who have scarcely 
been able to get along under the con- 
ditions that prevailed a few months 
ago, now find that with their fixed in- 
come reduced they simply cannot make 
both ends meet and are turning to life 
insurance loan privilege as the one 
thing to see them through. 


Means Loss of Some Business 


“There is going to be a lot more of 
this, this winter. I do not like it. It 
means the loss of a certain amount of 
It might be argued that the 


business. 
money is in reserves and that the 
companies might as well loan it to 


policyholders and earn higher interest 
on it as to allow it to remain in re- 
serves. This would be all right if all 
the loans were paid up but what actually 
happens is that in six cases out of ten 
a loan is never paid back, is usually 
increased, and is often the cause of the 
policy being dropped altogether. A 
man eats so far into the face of the 
policy with loans made that he com- 
mences to feel that there is not the 
same reason for keeping the contract in 
force. As a result the business goes off 
the books. This is not good for either 
the policyholder or the company.” 


WHY BUSINESS IS ROTTEN 


There's a prospect to see in the morning; 
But before Jack attempts any work, 
He discusses campaigns for an hour or 

more 
In a talk with the telephone clerk. 
He looks at a couple of letters, 
And sketchily skims through the news, 
And says that the dope bears out his 
fond hope 
That the Giants are going to lose. 


He goes out to luncheon at noon time, 
Sits around and puffs a cigar, 
While he stoutly contends to 
of friends 
That labor is going too far. 
He is back on the job at two-thirty, 
And sticks till a quarter past four; 
Then he strolls to the board where the 
tallies are scored 
And “fans” for a full hour or more 


a couple 


At his home or hotel in the evening 
He plans a political campaign. 
He tells all the bunch of his newly-born 
hunch 
That the hopes of the Drys are vain. 
He sits ‘round till bedtime deploring 
The prices of foodstuffs and cotton. 
Then he climbs into bed, worn out and 
half dead, 
And wonders why business is rotten. 
—wW. P. Kent, Chicago. 
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OF DES MOINES, IOWA 


JAS, H. JAMISON, President 
NEW and up to date policy contracts, REAL GERVICS to hey ty pow and Agents, 


ency and Policy- 


NOT SO BIG to lose sight of tadividual agents, and big en 
holders 86 open for 


satisfactorily. ME GOOD territory in IOWA and *SOUTH DA DAKOT 











Two “Closers” Wanted 


to travel in Indiana, Illinois, lowa and Missouri to 
do special work, especially with new agents. 


Farmers National Life Insurance Co. 


3401 Michigan Avenue, CHICAGO, ILL. 








for 


WW ANTED nies Managers Tea. Ohio 


BY 
THE GEM CITY LIFE INSURANCE CO. 


OF DAYTON, OHIO 
Write the Home Office for Serthes particulars. Here's an opportunity for a 
oe nd floor with a progressive 
io company 
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FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are buiiding solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 
Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 














‘‘Anderson’s Selling Points Classified’’ (Life) 


Prospects, in their attitude toward life insurance, fall naturally into 
a comparatively few classifications. Into a book of 128 pages of con- 
venient pocket size, Mr. Anderson has classified the arguments and 
selling points which have been found successful in closing business 
‘under similar conditions. A few minutes’ reference will supply the 
agent with a fund of practical material for handling almost any case. 
$1.00 per copy from The National Underwriter Co., 1362 Insurance 
Exchange, Chicago. 
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Insurance in Force Over $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


The Equitable Life Insurance Company of lowa 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


New Business in 1920 Over $52,000,000 














WE WANT MEN 


Capable of organizing and managing district agen- 
cies in Iowa, Missouri, Illinois and Indiana—men 
whocan handle men and are ‘‘closers’’ and workers. 
Write now, telling what you have done. Address 


Farmers National 


Life Insurance Co. 


3401 Michigan Avenue 
CHICAGO, ILLINOIS 











More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
icy contracts in force than this Company. A study of the 

ollowing growth in ten years is invited: 
Jan.1,1910 Jan. 1, 1915 





Jan. 1, 1920 


Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiina, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, IIlinols and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 























Advertising Department, F. B. Collins 


HE old line life companies have 
T shown a decided preference for 

investments in farm mortgages 
during the past 10 years on account of 
their very superior dependability and 
non-fluctuating character, until today 
one-fourth of all the farm mortgages 
outstanding in this country are being 
held by these companies. 

The rampant speculation in so-called 
“war brides” has never affected the 
conservative insurance companies and 
if anything has served to accentuate 
the superior merits of a farm mortgage 
as the ideal security for those who place 
safety above everything else. 

Especially during times of financial 
upheavals, war or panics the farm 
mortgage has proven itself the one se- 
curity which has always remained worth 

ar. 

P Reasons Are Simple 

The reasons for this are simple. 
Every farm loan stands by itself. It is 
not tied up with any other and de- 
pends for its integrity only on the value 
of the soil behind it. 

The industrious farmer is not going 
to fail. He produces the world’s great- 
est necessities, which always have a 
ready market. The nation is constantly 
growing and it is a well known fact 
that there is “only one crop of land.” 

During the past five years values of 
farm lands have risen by leaps and 
bounds in some localities, especially in 
the corn belt of Illinois and Iowa, 
where values have jumped from $250 to 
$400 and $500 per acre. 


How Values Have Increased 


In the southwest, which is now show- 
ing its greatest agricultural develop- 
ment, the rise in land values has been 
less pronounced during the past five 
years, 

In Oklahoma values have gone from 
$40 to $75 per acre; in Texas from $20 
to $45 per acre; in Arkansas from $20 
to $30 and $40 per acre, while in 
Colorado they have advanced from the 
original government homestead price 
to $40 and $50 per acre. 

There has been no section of the 
country more prosperous than the 
rapidly developing and record-breaking 
southwest. In certain localities one 
crop has paid for the land. 

Diversified crops are the rule, pre- 
cluding a total failure and with the 
climatic conditions allowing the farmer 
to work outdoors 300 days out of the 
year, the safety of a conservatively 
placed farm loan in this section cannot 
be questioned. 


Production Standard Used 


While the price of land has advanced 
greatly in many localities, the intrinsic 
value of the farm loans emanating 
therefrom has not been impaired. It is 
the rule of all the large and well estab- 
lished loan companies to base their 
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Investment Company of Oklahoma City 


appraisals on a production standard 
instead of a price standard. 

In the next two or three years there 
will be a marked falling off in the prices 
of foodstuffs, as is now being recorded 
in the daily quotations. 

The farmer will complain but he will 
readily adjust his expenses to fit the 
deflation and new conditions. He will 
obtain cheaper labor and will pay less 
for his equipment. 

WIll Have Sound Backing 


The mortgage debt which was con- 
tracted on seldom to exceed a very con- 
servative valuation of 40 per cent of 
the cash value of the land will still 
retain a backing that will make it an 
eminently sound investment during the 
years when this country is getting its 
normal pace again. 

It is further more than likely that 
the farmer will soon find cheaper money 
awaiting him as the farm mortgages 
written now are at a rate that is de- 
cidedly higher than prevailed for some 
time before the war. 

There will be closer figuring but the 
value of the farm mortgages now made 
will not be impaired while getting back 
to normal. 


Not Alarmed Over Prices 


It can be stated without fear of suc- 
fessful contradiction that the life com- 
panies holding the largest investments 
in farm loans are not alarmed over the 
high prices of land. Their inspectors 
have always kept their appraisements 
down to a safe figure and hold that 
high priced land will make for more 
intensive farming and the weeding out 
of non-productive stock and a corre- 
spondingly larger return per acre. 

The American farmer has awakened 
to the need of a more business-like 
method in his farming and the advent 
of power machinery will enable him to 
give better tillage and secure from the 
soil a greater increment. 

The increasing population, the grow- 
ing industrial life and the demand on 
production of foodstuffs make land a 
more substantial security than ever ™ 
the history of the country. 


Will Have Sound Security 


The farm mortgage is in no danger 
of resting on a less sound basis than 
in former years. The tendency to 
write loans for 10 years means that 
for a decade the investor will have 4 
sound security and there is every evr 
dence that he will have a greater value 
in the security at the end of the term 
than today. 

The funds of life companies, by the 
peculiar sacredness of their character, 
demand to be so invested that the pos 
sibilities of loss shall be reduced to the 
greatest possible minimum. Nothing 
so befittingly accomplishes this put 
pose as the carefully placed farm mort 


gage. 











DOES IT PAY TO 
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INSURE YOUNG? 
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D. ESCABABIAN of New York 
City, writing for the Travelers, 
* has worked out a formula based 


A. B. C. D. Take Out Ings 
(Based on Ord 


Period Total Pr. 
Insured Insured Annual Paid 
Years Premium Up to 65 


Cesecene 5 30 0.11 603.30 
CK sveencen 45 20 29.77 595.40 
Sh anscceneee 15 37.79 566.85 
B. ccccesec 25 40 $15.10 $604.00 


A. having insured at age 25, paid in 
ing 40 years, little more than B. C. D. 

But, A. enjoyed the benefits of protec 
to 20 years than B. and C. He might ha 
the meanwhile. 

After having a protection for an ext 
who started his insurance at 25, was lit 
sured later age, had protection for 


and 
COULD FIGURES SHOW MORE PLA: 


. who started at 35, 45 and 50. 


| on statistics to show that it pays 1 
|insure early in life. His presentation 
is as follows: 


urance at Different Ages 
inary Life Plan) 


Disabled out of 
100,000 
53 in a year 


Deaths out of 
100,000 


806 in a year 
8,098 in 10 years 542 in 10 years 
16,689 in 20 years 1,266 in 20 years 
21,597 in 25 years 1,808 in 25 year 


total premiums, from age 25 up to 65, dum 


tion for 25 years longer than D. and s 
ve died or been permanently disabled ! 


ra 10 to 25 years the cash outlay of A. 
tle more than those who waited and # 
shorter period. “ow! 
INLY THAT IT PAYS TO INSURE NOW’ 
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W eekly Quota Plan Is Called Foundation | 


| 


Of a Life Salesman’s Success; How It Has | 
Worked for Frank W. Pennell of New York 


RE quotas worth anything to the 
A life insurance salesman? Do 
they stimulate production. Are 


they of practical value to a life insur- 
ance producer? 

Frank W. Pennell of New York 
City, who is with the L. A. Cerf gen- 
eral agency of the Mutual Benefit Life, 
is one producer that thinks the right 
kind of quota is the foundation of a 
salesman’s success. 
it, but he knows it. The quota plan 
works so far as he is concerned. 


Paid for $500,000 
in His First Year 


Mr. Pennell has not completed two 
years as a life insurance producer. The 


first 12 months that he carried a rate | 


book he rounded up $500,000 of paid- 
for business. This year his paid-for 
applications will total $750,000—the fig- 
ure that he set for himself at the be- 
ginning of the year. His ideas on 
quotas are not theoretical. They are 
getting results, and Mr. Pennell 
making good in a big way. 

Frank W. Pennell is still a life in- 
surance recruit. He went into life in- 
surance salesmanship from insurance 
journalism. The whole selling field of 
life insurance was new to him. 
brought to life insurance work the 
fresh uncolored viewpoint of the out- 
sider. The opinions and ideas of the 
newcomer are always decidedly inter- 
esting to the life insurance men. No 
man’s system is “best.” There 
always some new things to be 
from the man with creative ideas. 
Fixes Quota on 

Weekly Basis 

Briefly described Mr. Pennell’s plan 
is this: He carries with him a small 
pocket sized memorandum book. Each 


He not only thinks | 


1S | 
| three days something drops. 


He | 


If a man absolutely makes up his mind 
and says that he is going to produce 
so much business every week, and | 
has some life insurance selling ability 
he can make good to himself by using | 
a weekly quota book. This method 
cannot be compared to the monthly or 
yearly quota. If a man decides to sel! | 
so much business a month he may go 
along for 15 or 20 days of the month 
without producing much. Then he be- 
gins to realize that he is falling down 
and starts to scurry around for busi- 
ness. Perhaps he writes some, but | 
there are not enough days left in the 
month for him to round up the neces- 
sary amount of business. The man | 
working on a monthly or yearly quota 
falls down because he does not have 
to check up on himself often enough 
On a weekly quota, if Wednesday or 
Thursday comes and there is no busi- 
ness in the book, I commence to get 
right down to bare facts. I jog my 
self up, put on extra steam, and start 
to work like the devil. In two or 
In other 
words this little quota book recharges 
times a year instead 


my batteries fifty 
of twelve. Every week stands by it- | 
self. A definite amount of business to 


be done every week irrespective of what | 


| has been done preceding weeks. 


are | 
learned | 


page in the book represents a week of | 


the year. The year is divided into 50 
weeks, two weeks being allowed for 
vacation. At the top of the page the 
date is written. Directly underneath 
the written business is recorded as it 
is secured; in the center of the page 
the paid for cases are written in, and 
at the bottom the quota listed and 
the total set down. For instance, this 
year Mr. Pennell set for himself a 
mark of $750,000, but this amount of 
business was to be secured on 
weekly basis. That is, Mr. Pennell’s real 
quota was $15,000 a week instead of so 
much business a month or much 
business a year. In his memorandum 
book then the quota for the first week 
915,000, on the second page the 
quota shows as $30,000 or $15,000 for 
each week, and on the third page $45,- 
000 and so on. In other words Mr. 
Pennell’s whole plan rests on writing 
So much business every week. 


Each Week a Little 
Year in Itself 
“This quota book plan of mine,” Mr. 
Pennel] says, “is the thing that keeps 
me going. It divides the production 
of the year into small parts. Every 
week is a little year in itself. 
Saturday night comes that is the end 
of the 
concerned. No matter how much busi- 
ness I have done or how much I have 
hot done, my quota for next week is 
always the same—$15,000. Suppose I 
Thee $30,000 or $40,000 in a week. 
t does not change matters for me 


1s 


so 


Is 


=15,000 to produce. If I get anything 
Ove that it is velvet, but I always 
ave to get the $15,000. ; 
= his plan will not work with the 
n who is not serious and sincere. 


the | 


Real Stimulation 

Comes from Within 

“In deciding on this plan of work, 
I was influenced by the idea that real 
stimulation comes from within. A man | 
must decide for himself what he 
going,to do. If he has responsibilities 
and he is taking life seriously he is not 
going to fritter away his time. He is 
going to be working whether he is in | 
the office or out. What difference does 
it make how many calls a day one 
makes so long as intelligent work is 


1s 


being done? A man may decide that 
he is going to start out on the street 
every morning at a certain time but | 
it he has not thought out what he is 
going to do after he gets there, he 
might better be in the office getting | 
his affairs for the day into shape. It] 


is not so much the number of calls that 
1 make as being prepared to make the 
calls. To be on the street at 9:30 and | 
to make so many calls every day will | 
accomplish nothing if it is not preceded | 
by intelligent preparation. When I de 


cide for instance that I am going to 
write $15,000 of business a week that | 
becomes the strongest determination | 
that I have. It is never out of my 
| mind. My introduction to the prospect 
is always followed by an introduction 
to my quota. It rides with me, in the 
trains, sits down with me at the table, 
accompanies me on every trip I mak« 
| out into the city’s marts. 
| Clients Interested 

in Quota’s Standing 

“My clients, many of them, most of 
them, in fact, know my quota _ inti- 


When 


chapter so far as that week is | 


the next week. Every week I have the | 


mately, and are solicitious of its health 
and well being. In inquiring about my | 
personal good conduct they ask about | 
the good conduct of my quota. It does | 
not make any difference what time I | 
start to work in the morning or what 
time I finish at night—I am working to | 
make my quota for the week. The de- | 
sire to get the quota comes from with- | 
in, not from without. The man who is | 
imbued with the idea that he must | 
make so many calls soon gets to mak- 
ing those calls for the sake of making | 
them without thinking first and last of | 
how much business he is going to close, 
and how well it is going to stick when 
it is closed. There is a certain strain | 





| business without hard work. 
| work is nothing if it is not linked up with 


| certain 


| if 


about seeing so many people every day 


which lowers the quality of the work 
done. The idea is to close business. | 
and to close it in a way that it will 
stay closed—not to make so many calls | 
or work a specified number of hours. 
| Seeks to Make Mark in 

Most Intelligent Way 

“The quota book plan erases from | 


the life salesman’s mind everything ex- 
cept the quota. That is constantly be- 
fore him. It is the goal to be reached 
this week, next week and every week 
The man with the weekly quota has one 
idea in his mind—to get the quota. He 
not hampered by feeling that he 
has to work eight or ten hours a day 
or that he has to see eight or ten people 
every day, but he has constantly before 
him the figure that he wants to reach. 
He steps about to make the mark in the | 


1s 


most intelligent way without unduly 
| worrying himself or wearing himself | 
out. 

“Every life insurance salesman 


success in this 
Sut hard 


knows that there is no 


weekly quota 
work and in- 


intelligent planning. The 
idea carries both hard 

telligent planning with it. Having a 
stretch of road to travel in a 
given time, it stands to reason that one 
cannot idle along the way; cannot stop 
to converse daily with the procrasti 
nator, the physically unfit, the finan- 
cially incompetent. He must spend many 


of his evenings mulling over prospect 
lists, in preparing propositions, in plan 
ning for the morrow, while the rest of 
the family is asleep.” 
| Few Men Give Thought 

to Type of Agent 

In talking to his prospects, Mr. Pen 
nell strongly stresses one thought that 
appears to be as effective as it is im 
portant To describe it in his own 
way: 

“Few men in buying life insurance 
ever give thought to the type of agent 
with whom they are dealing. The en 
tire emphasis is placed on the relative 
merits of the companies they may b« 
considering 

“We who have been in the business 
for some time, or who are at all familiar 
with its statistics, know that unfortu- 
nately the mortality of life insurance 
men is very high. In other words, of 
every hundred men starting to@ay with 
the rate book but few will be in the 

| profession at the end of the first year 
and still fewer at the end of three or 
tour years. 

“What is the situation in regard to 
the man who buys insurance today 


from an agent who a few months hence 
has passed out of the business? Briefly 


ke is left without a representative at 
court, so to speak; he is without all 
the many little services that his life 
insurance man, if he be carefully se- 
| lected, will be sure.to render as the 
years go on. 
Realizes Responsibility 

Toward His Clients 

“I haven't -been in the business so 
very long myself but the longer I am 
in it, the more I realize and appreciate 
the responsibility that I bear toward 
my clients. For example: Clients go 
abroad or out of the city or away on 


a trip and are sometimes out of reach 
when the days of grace elapse on their 
insurance; no harm results, however 
the right insurance man on the 
job. A policyholder may want a loan'| 
on his policies within a few hours in 
order to meet some important business 
or other obligation—he has a right to 
expect the services of his agent in fa- | 
cilitating the negotiations. The con-| 
ditions of the policyholder change; his 
life insurance man is on the job to ad- 
vise as to how best to rearrange his 
insurance. Death claims arise; the 
agent who is a fixture in the business | 


1s 





| Grab 








FRANK W, 
Mutual Benefit Life, New Vork 


PENNELL 


and who is up-to-date in his equipment 


is on hand to confer with the ben- 
| eficiaries, to fill out the papers and save 
a lawyer’s fee and, most important of 
all, if the insurance is not on the in- 
come plan, to point out to the depend- 
ents the great value of the several 
modes of settlement under the con- 
tract. 
How Responsible Agent 

Can Aid Client 

“Days of adversity come to most 
men at some time \ business de- 
pression hits some; unemployment 
others; while nearly every one will at 


some time find the premium falling due 
at a period when many other expenses 


that must be met have piled up. In 
any one of these circumstances, the 
responsible agent, charged with the 
duty of conserving the insurance, comes 
| forward with assistance and advice of 
a nature to make the road easier for 
the policyholder and to point a way 
out of the difficulty 

“In a word, the responsibility of the 
life insurance man only begins at the 
time of placing the contract and col- 
lecting the commission check—it con 
tinues on and on through the years 
herefore, let us have less in the busi 
ness of the comparative values of the 
several companies and more of the 
comparative values of the men who are 
endeavoring to place the insurance for, 


latter 
and 


is of vastly 
importance,” 


judgment, the 
Signihcance 


im my 
greater 


|| Idea Taken Up by 


Many of His Associates 

In the big Ceri 
Mr. Pennell is connected, his 
book has been taken up by many 
his associates and, in each case, the 
results have been the same. It has en 
abled several to double their produc- 
tion; all to do a much larger business 
than the past. 

Mr. Pennell writes practically all of 
his business on the ordinary life con- 
tract and along monthly income lines. 
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KEEP 
Cling 


YOUR GRIT 


Hang on! on! No matter what 
they say. 
Rush on! 
your way. 
Sitting down 
a bit— 
way to get 


your grit. 


Sing on! Things will come 


and whining never helps 


sest there is by keeping up 


Don't give up hoping when the ship goes 
down, 

a spar 
to drown, 
Don’t think you are dying just because 

you're hit, 
Smile in face o’ danger and hang on to 
your grit.—Partners, in “Forbes.” 


or something—just refuse 
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City Manager Wanted 


Our HOME OFFICE agency is open for a high grade man. 
Exclusive arrangements will be made and unusual cooperation 
extended. Full charge of organization in Sioux City (72,000 
people) to be turned over to the right man. We offer an unus- 
ually fine assortment of policy contracts with various exclusive 
features. The Company is on THREE PER CENT, Straight 
Modified Preliminary Term, Non-Participating basis. We write 
Double Indemnity and Total Disability Agreements. The Home 
Office leads and real cooperation will prove invaluable both 
from the standpoint of organization and personal writing. A 
company has no better opportunity to offer than its HOME 
OFFICE AGENCY. If you are interested and think that your 
record will stand the test get in touch with us at once. 
Address the Home Office of 











































The Conservative Life Insurance Co. 


HOME OFFICE, SIOUX CITY, IOWA 
B. H. SAXTON, Pres. A. E. WILDER, Vice-Pres. 
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National Life Insurance Company 
MONTPELIER, VERMONT 





FRED A. HOWLAND, President 


A MUTUAL COMPANY 
Which for 
SIXTY-NINE YEARS 
Has protected the 


HOME AND FAMILY 





EDWARD D. FIELD, Superintendent cf Agencies 














USE OF THE BINDING RECEIPT 


How This Feature Can Be Effectively Used in the Every Day Canvass 


ICE-PRESIDENT Thomas A. 

Buckner of the New York Life 

tells the value of the binding re- 
ceipt and how an agent can send home 
a strong argument. In this connec- 
tion he says: 

“A good agent has just had an in- 
stance of the great value of the new 
binding receipt at the bottom of the ap- 


plication blank. He gives his experience | 
as follows. You can operate in the same | 


manner to the profit of yourself finan- 


cially and in the saving of your time for | 


other constructive work. 
ee 4 
“After he had taken the man’s appli- 


cation for a $25,000 policy—premium 
about $1,400—and had him examined, 





he said to the man, pointing to the | 


binding receipt: “You had better sign 
here or your family might be out $50,- 
000.” “How is that?” 


“How could my family be out $50,000?” | 


“It is this way,” answered the agent. 
“By paying the premium in cash and 
obtaining the binding receipt, you put 
the policy in force at once, providing 
of course that you are now insurable. 
The company is immediately on the risk 
without waiting for the return of the 
policy. You might meet with a fatal 
accident going home tonight, in which 
case your family would get $50,000, 
just double the face of the policy, be- 
cause of accidental death. Without the 
cash and the binding receipt, if the 
same thing happened, they'd be out $50,- 


000.” 
* + 


“The man saw the point. It was just 
as easy for him to pay the premium 
then as it was to pay it later, and it 
pleased him to know that his policy was 




















Id Low participating rates; doubl 


WILLARD E. KING, Vice President and Manager of Agencies 
Home Office: 





ONLY RURAL OLD LINE COMPANY 


indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
BAY CITY, MICHIGAN 






























All we ask is an opportunity to show to 
the up-to-date Agent either part time or 
whole time that we have the best proposi- 
tion and opportunities for his future success. 





Standard Life Insurance Company 
HOME OFFICE, DECATUR, ILLINOIS 


Address the Company at once tor agency con- 
tract and territory. Salary and expense allowance 
arranged for where conditions justify it. 

Corapany operates in Michigan, lowa, Illinois 
Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 


asked the man. | 





























THOMAS J. OWENS, President 


Capital, $200,000 NO ORGANIZATION EXPENSE 


of Indiana who believe in the ability of the management to 
build a real life insurance company. 


choice territory, progressive fie 





CENTURY LIFE INSURANCE CO.), ociizehiuide 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 


partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
and home office methods and an 


old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency-— 
Tell us where you want to work 


CLAUDE T. TUCK, Seeretary 
Oceidental Building 


Surplus, $100,000 











in force before the agent left his office, 
And see what it did for the agent. [It 
relieved him from further work on the 
case. It removed his chances of com- 
petition. No outsider could come in 
and upset the case. It was settled, and 
his commission was earned. The ex. 
perience enthused him. It raised his 
spirits. It left him free to go out and 
get other insurance. And when the 
policy is received, if issued as applied 
for, all the agent has to do is to mail 
| it to the man. A clean-cut, quick tran- 
saction. All done. It practicaily amounts 
to “A Raise in Salary.” It helps you 
write more Get after it on 
this basis. 


business. 


*x * * 


Mr. Buckner tells how this applica- 
| tlon was secured: 


| 

| “The arguments used by the agent 
|} to get the $25,000 application will in- 
| terest many because the only way in 
which he could reach the man was 
through the federal estate tax. The 
prospect was worth upwards of half a 
million and had figured that his estate 
tax would be in the neighborhood of 
| $30,000. He had only $5,000 of insurance, 
| When the agent approached him on the 
matter of life insurance he said he was 
not interested as his estate was ample 
| enough to take care of his family. The 
| agent showed him that the payment of 
$30,000 in cash would entail the sale of 
| property and securities that would not 
only involve his family in worry over 
snatters that were not familiar with but 
might necessitate considerable loss. The 
covering of this amount by life in- 
surance was a plain, straight proposi- 
tion and the easiest way to handle it 
The prospect saw it in that light. He 
signed the application for $25,000. This, 
with the $5,000 he already had, made 
$30,000 and was ample to take care of 
the federal estate tax and any state in- 
heritance taxes that might be assessed 
And by giving his check for the pre 
;Mmium and signing the binding receipt 
| when he signed the application the 
whole transaction was closed and the 
matter was off his mind, 


| * * + 


“Now this applies not only to rich 
men but to every one who leaves a tax 
| able estate. Every taxable estate wil 
|}need money soon aiter the death oj 
| him who left it. It isn’t an income ta 
That tax is paid by a man in his life 
time on what he receives or earns dur 
|} ing the previous year. And he pay 
| the income tax every year. The estat 
| tax is paid just once, but it is figured 
| on the whole of the decedent's property 
| 
| 


So the richer a man is, the mor 
property he has, the larger the tax his 
executor or administrator will have t 
pay after the man is dead ant 
| before the legacies are paid or thé 
| family receive anything from the estate 
| The executor of one of the larges 
| estates in Chicago informed a friend 6 
the writer that it was necessary for him 
| to go to the bank and borrow $300,00 
| to pay the estate tax, and the hard time 
| he had to bring this about may 
imagined. In fact, the bank did no& 
want to loan him the money under any 
conditions. He was only able finally 
to get the amount required by putting 
up five times the amount of collateral 

“If these facts are submitted to people 
of even moderate means they will seé 
the point—they will cover their estaté 
and inheritance taxes by life insurance 
and the binding receipt puts it in foree 
at once. 


soon 


E. J. Strickland Resigns 


E. J. Strickland of Cleveland, supe 
visor of agents of the Cleveland Lift 








has resigned his position. 
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5 Clarence L. Ayres, President 
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The Open Door 
to the Big Opportunity 


wt 


O Life Insurance Salesmen of Sterling Character and 
Successful Experience the WEST COAST LIFE of- 

fers an Unusual Proposition—an Innovation in Agency 
Contracts, and one that will appeal to their Highest Ideals 


in every respect. 

This progressive Western Company will close the 
year with approximately Fifty Million of Insurance in 
Force, and with Assets of over Five Millions. It has 


ATTRACTIVE AGENCY OPENINGS IN: 


The Northwestern Department, which includes 
the States of Oregon, Washington, Idaho and Montana. 


The Intermountain Department, which comprises the 
States of Utah, Colorado and Nevada. 


The Great Scuthwest—Texas and Arizona. 


California, the land of perennial sunshine. 


“A SERVICE THAT ENDURES”’ 


Is the motto which inspires the success of the WEST 
COAST LIFE, and the basis of that Service is a Sincere 
Consideration of the best interests both of the‘ Policy- 


SERIE ie For Building 
= A Profitable Future - 


woe 5 Rerenant 
oy co 


holder and of the Salesman. In the active promotion of 
that service the Company has established Branch Offices at: 


Portland, Oregon, Suite 705 Gasco Building. 

Seattle, Washington, Suite 513 Crary Building. 

Salt Lake City, Utah, Suite 219 Kearns Building. 

Los Angeles, California, Suite 902 Marsh-Strong Building. 

San Antonio, Texas, 512 Brady Building. 

Salesmen who are interested in obtaining the maximum 
returns from the investment of their time and ability, should 


investigate the 


WEST COAST PIONEER SERVICE INCOME CONTRACT 


This Agency Contract is desirably different from other 
contracts. 

In addition to Liberal First Year Commissions it 
provides: 

1. A Monthly Income based on Efficiency. 

2. A Mortuary Fund for the Agent’s family in the event of 
death while in the Company’s service. 

3. A Life Income after 20 Years of Continuous Service. 

4. Provisions Against Total and Permanent Disability. 

If this outline of attractive features appeals to you, 
obey that impulse and write for full information, request- 
ing at the same time a copy of the current issue of ““THE 
PIONEER.” 


WEST COAST LIFE 


Insurance Company 
SAN FRANCISCO, CALIFORNIA 








